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All U. S. F. & G. literature 
bears the above slogan. 


The United States Fidelity 
and Guaranty Company is 
primarily an agency com- 
pany and its progress has 
been due to full recogni- 
tion of the agent and his 
rights. Thirty -seven 
branches assure expedi- 
tious underwriting and 
claim service. 
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PITTSBURGH 


THE CITY OF 


WONDERS 








HERE once a log 
fortress and a scat- 
tering of settler’s cabins 
marked a frontier of the 
Nation, todayacity proud- 
ly rears her imposing mon- 
uments of stone and steel 
to the irresistable tide of 
man’s industry and na- 
ture’s benefices. 
Pittsburgh—**The 
Workshop of the World” 
presents a heritageof won- 
derful natural resources 
and a community of pros- 
perous people possessing 
the virtues of all nations— 
engagedinawideanddiver- 
sified range of industries, 
vocations and professions. 
The Reliance Life— 
frequently cited as a lead- 
ing Pittsburgh institution 
and proudly sharing Pitts- 
burgh’s prestige—is offer- 
ing its field representatives 
a priceless opportunity to 








in their opportunities to 
visit all parts of the coun- 
try during the annual con- 
ventions of the company. 


—Prosperous through the 
ease with which Perfect 
Protection is sold. 
—Prosperous through the 
unrestricted territory 
which the Reliance Life 
agency contract guaran- 
tees them. 
—Prosperous through 
their independence of a 
general agent’s overwrit- 
ing commissions. 


—Prosperous through the 
bountiful service rendered 
by the thirty-five Reliance 
Branch Offices located na- 
tion-wide. 

—Prosperous through the 
cooperation of Reliance 
Life supervisors—salaried 
Home Offce representa- 
tives—in agency develop- 
ment and business pro- 








dwell in the wonders of 








its home during the Twen- 
tythird anniversary Jubilee Conven- 
tion on July 6, 7, 8 and 9. 

The insight each delegate will secure 
will be most comprehensive—the pro- 
gram so constructed to bring each so- 
journer in intimate contact with the 
outstanding features of interest and 
beauty in and about the City. 

Majoring recreation among its many 
attractions, the Idea Assembly, one of 
the convention features, will neverthe- 
less, reveal many progressive sales meth- 
ods useful in the promotion of new 
business, greater business and better 
business. The Convention will give 
every delegate a close, personal insight 
into the scope and breadth of his com- 


pany’s administrative operations. It 
will give an accurate comprehension of 
the greatness and influence of his com- 
pany in its home environment. It will 
produce many personal contacts of in- 
estimable value. An invaluable experi- 
ence will be given every man present 
through the broadening influence which 
travel normally induces. 

Every person should see Pittsburgh 
—"The Workshop of the World” at 
least once during his lifetime. What 
better opportunity could avail itself 
than will be given the Perfect Protection 
Men during the Jubilee Convention on 
July 6, 7, 8 and 9? 

Perfect Protection Men are fortunate 


motion. 


The Perfect Protection smile is char- 
acteristic of contentment, happiness 
and prosperity—characteristic of the 
mental attitude vital to successful sales- 
manship. By it, the Perfect Protection 
Man is readily identified. 

You, too, have 
theopportunity to 
grow and develop 
with Reliance 
Life. A letter to 
the Home Office 
will secure com- 
plete details on 
the Reliance Life 
Super-service 
agency contract. 
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RELIANCE LIFE INSURANCE COMPANY of PITTSBURGH 
FARMERS BANK BUILDING + PITTSBURGH, PA. 
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SIMILARITY OF NAMES CAUSES 
CONFUSION 
LSEWHERE in this issue of Tue 
SPECTATOR is reprinted from The 
Hartford Times an interesting article re- 
lating to the two Aetna companies, both 
located in Hartford, and to the confusion 
which exists in the minds of many people 
as to the actual absence of relationship 
between the Aetna (Fire) Insurance 
Company and the Aetna Life Insurance 
Company. Mail and telegrams intended 
for one company are frequently wrongly 
delivered to the other, even when the cor- 
rect title is used. Much of such confu- 
sion and delay in delivery could be avoided 
if persons writing to companies whose 
names and locations are sufficiently nearly 
alike to be liable to lead to error, would 
use the street number in addressing such 
a company, and, also, in a case like that 
of the Aetna Insurance Company, for 
example, would include the word “T'ire,’ 
in parentheses, in the title. It would 
further help to avoid confusion if com- 
panies whose names closely resemble 
those of others, like in the case of the two 
Aetnas, should adopt some such methods 
of distinguishing between companies 
when printing letterheads and literature 
generally. Many people communicating 
with the respective companies would 
doubtless be led to more carefully address 
their letters and telegrams if the com- 
panies should aid them by thus advertis- 
ing their street addresses, 
Writers and news correspondents for 
instirance journals are often at fault in 
using short titles and poorly defined 


when referring to particular 


companies or groups, such as Continental 


phrases 


group, perhaps when referring to the 
Continental (Fire) of York, or 
maybe to the Continental Casualty of 


New 


Chicago, or by using the title Aetna af- 
filiated companies when the 
Aetna Life and affiliated companies. In 
order to avoid confusion between com- 
panies of similar names, a rule has long 
existed in the office of THe Spectator 
to always state the location of a company 
for ex- 


meaning 


in connection with its name, as, 
ample, the Merchants of Providence. An- 
other long-standing rule of Ture Sprcta- 
TOR office is to always state the street ad- 
dress of either of the Aetna companies, 
when sending communications to those 
companies. This is one of the reasons why 
in the various statistical publications of 
Tue Spectator, including the Fire In- 
surance Policyholders Pocket Index, the 
Life Insurance Policyholders Pocket In- 
dex, the Handy Chart of Casualty 
Surety and Miscellaneous Insurance 
Companies and the Pocket Register of 
Accident Insurance, the street addresses 
of the two companies referred to are 
carried. 

THE Spectator is glad to print the 
article from The Hartford Times in or- 
der to help to minimize the troublesome 
confusion that is bound to exist in rela- 
tion to these fine old Hartford compa- 
nies, and also to extend suggestions to 
others, in order to assist in clarifying the 
whole situation due to similarity of names 
of insurance companies. Nevertheless 
with the similarity of names of two com- 
panies, both located in the same city 
there will always be more or less confu- 
sion, dependent on the extent to which 
effort will he made by the companies 
themselves to avoid misunderstanding, in 
the future, as in the past three-quarters 
of a century covering their simultaneous 
existence. 

ROGERS CALDWELL A LIFE INSUR- 
ANCE POWER 

N a news page of this issue of THE 

SpecTator will be found an an- 
nouncement of the fact that control of 
the Inter-Southern Life»Tnsurance Com- 
pany, of Louisville, has been purchased 
hy Rogers Caldwell & Company, Ltd., the 
investment and security firm which has 
its headquarters at Nashville, Tenn., and 
which has branch offices in many large 
cities, 


The Inter-Southern Life is the fourth 
life insurance company to come under 
the ownership of Rogers Caldwell, who 
is rapidly attaining a prominent place in 
life insurance affairs. The companies 
controlled by him are the Inter- 
Southern Life, with assets as of Decem- 
ber 31, 1924, of $11,521,570 and insur- 
ance in force of $102,409,408; the North 
American National Life Insurance Com- 
pany, Omaha, having assets at the end of 
1925 of $2,139,862 and insurance in 
force of $20,312,862; the Missouri State 
Life Insurance Company of St. Louis, 
with 1925 assets of $61,880,485 and insur- 
ance in force of $587,586,508; and the 
Cotton States Life Insurance Company, 
Nashville, with assets on December 31, 
1925, of $1,116,260 and insurance in 
force of $22,893,839. Thus the four life 
insurance companies owned and _ con- 
trolled by Rogers Caldwell have com- 
hined assets of $76,667,177 and total in- 
surance in force of $733,202,617. 

Having won a reputation in the invest- 
ment and securities field, Mr, Caldwell, 
who is a young man still in his early thir- 
ties, has come into the life insurance 
business and has made himself a power 
to be reckoned with. He has, up to the 
present, wielded the force of his capital 
in such a way as to make the companies 
he owns solidly successful financial insti- 
tutions. Tt cannot be doubted but that he 
will continue to so handle the vast funds 
under his control as to be for the best 
interests of company officials, field men 
and policyholders. It is, of course, 
understood that he will carry on his in- 
vestment activities as well as keep in 
personal touch with the operations of his 
life insurance companies. 


now 


ALBANY LEGISLATION 
Rapid Progress Being Made—Fate of Most 
Bills Will Be Settled by April 1 

Arpany, N. Y., March 24.—During the week 
just ended, rapid progress has been made with 
insurance legislation. By April 1, the fate of 
all insurance law amendments and workmen’s 
compensation law bills pending in committee 
will have been determined. Few of such meas- 
ures still in committee are likely to be re- 
ported out after the present week. 

Additional bills, amending the insurance 
law, have been introduced as follows: 

Senator Nicoll, adding new section 201-2, 
providing for reincorporation of certain mem- 
bership corporations as insurance corporations. 
Assemblyman Phelps introduced the same 
measure in the House. 

Senator Nicoll, amending section 70, by pro- 
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viding for insuring accountants, auditors and 
tax counselors against loss and damage on 
of neglect, omission or errur. 

Senator Kennedy, amending section 100, by 
authorizing domestic life insurance companies 
to invest their funds in any bank and bank- 
ers’ acceptances, and other bills of exchange 
of the kind and maturities made eligible by law 
for purchase in open market by Federal Re- 
serve Banks. 

Senator Bouton and Assemblyman Wheatley, 
amending sections 34, 48, 49, 50, 142 and 143, 
adding new sections 137, 137-a and 138, insur- 
ance law, amending section 187, tax law, and 
section 1199, penal law, in relation to the tax 
on gross premiums of foreign marine insur- 
ance companies; and also, relating to solicita 
tion of insurance, and to agents and brokers. 

Assemblyman Wheatley, amending section 
267, by authorizing co-operative fire insurance 
companies, transacting business on the advance 
premium plan, to cede and assume risks for 
re-insurance. 

Senator Higgins has introduced a bill amend- 
ing section 73, civil service law, by providing 
that any member of a retirement system of 
sound financial basis, and subject to the super- 
vision of the Superintendent of Insurance, may 
transfer his membership to any other retire- 
ment system on the same basis and subject to 
the same supervision. 

Assemblyman Meegan has introduced a bill 
amending section 282, highway law, in relation 
to the liability of surety and insurer of own- 
ers of motor vehicles, where notice of acci- 
dent is not given within four months, or an 
action commenced within one year. 

These bills have passed the House: 

Senator Bouton’s, amending section 344, in- 
surance law, by requiring mutual automobile 
casualty insurance corporations to maintain a 
contingent reserve or guaranty fund of at least 
$50,000. 

Assemblyman Wheatley’s, amending sections 
149, 149-a and 140-c, insurance law, in relation 
to the premium or assessment tax paid by 
mutual fire insurance companies or associa- 
tions, authorized to do business in this State. 

The Senate has advanced to third reading 
these two insurance law amenuments ot Sen- 
ator Bouton: 

Amending section 22, in relation to re-insur- 
ance of marine risks by an insurer authorized 
to issue policies in this State. 

Amending section 45, in relation to the form 
of reports of foreign lorporations. Assembly- 
man Wheatley’s similar bills have been ad- 
vanced by the House, which also has advanced 
his bill amending section 7, insurance law, by 
providing that expenses of examinations of 
any insurer or association, society, pension 
fund, retirement system or order, shall be borne 
by such organization fund or system, unless 
remitted by the Suverintendent of Insurance. 


Becomes Vice-President of Victory 
National Life 
S. Kendrick Guernsey has been elected a 
vice-president of the Victory National Life 
Insurance Company, Tampa, Fla. 


PLAN TESTIMONIAL CAMPAIGN 


Equitable Society Managers to Honor 
President W. A. Day 


The board of managers of the Equitable Life 
Assurance Society, N. Y., held a meeting at 
the home office on Thursday, March 18, which 
was headed by Board President Leslie C. York. 
The purpose of this meeting was to discuss the 
Judge Testimonial Campaign, which is an an- 
nual event in Equitable history and is always 
conducted during the first ten working days of 
April as a demonstration by the agents of their 
loyalty and affection for the president of the 
Society, Judge William A. Day. Last year 
throughout the United States 6404 agents par- 
ticipated and produced 32,936 applications for 
a total of $132,000,000 of business. Of this 


amount 1755 agents operating in the New York 
city territory produced 8743 applications. 

It was decided at the meeting that each 
agency in the New York city district woul 
assume a quota which would be equivalent to 
five completed and examined applications fo, 
every contract in force. 

The meeting closed with a rousing address 
by Vice-President Frank H. Davis, to whom 
the managers of New York pledged thei 
earnest, hearty and 100 per cent co-operation 
during the drive. 


S. A. Hoskins, vice-president and treasurer 
of the Columbus Mutual Life nsurance Com. 
pany, Colombus, Ohio, who has been enjoying 
his vacation in Florida, ‘will return home 
April 1. 
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Is Knowledge 
Your Partner? 


The well informed salesman never needs to 
Lack of knowledge makes 
the fearful canvasser. 
that his prospect will pierce a weak point 
in his armor, and he endeavors to steer the 
interview instead of letting his prospect 
ask questions that will bring out his ob- 
jections. Any successful salesman will tell 


interest, and the chap who knows his little 
book is on the edge of his chair waiting to 
flash back the proper answers and clinch 


Do you think you could sell your com- 
petitor on the idea that you have as much, 
but no more, knowledge of the business than 


mistnat S Insurance Company of America 


Home Office, Newark, New Jersey 


He is always afraid 


are a sure sign of 


The Prudential 


Epwarp D. DuFFIELD, President 
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SOVIETISM AND AMERICAN 
INSURANCE 


Russian Credit Bureau Takes Long 
Shot at Millions 








ATTORNEY RECHT STATES HIS CASE 
TO THE SPECTATOR 





Claims Against New York Life Companies 
Possibly Made to Invite Red Recognition 
By JosepH L. RoEscH 
of THe Specrator’s Staff 


In 1914, humanity received the greatest 
shock in the history of civilization. The god 
Mars spread his greedy talons over Europe 
and clasped to his fiery bosom the political and 
diplomatic differences of mighty nations—held 
them there and then crushed them into blood- 
spattered hatred. Patriotic emotions displaced 
wonder, only in turn to be superseded by the 
thunder of battle and the magnetic reign of 
death. 

Hand in hand, with the scourges of war, 
stalk discord, internal strife and then in one 
final outburst of pent-up emotions, naked revo- 
fution, anarchy, and domestic bloodshed. So 
it was that in the wake of the great interna- 
tional struggle came the upheaval of author- 
ized power in Russia. The Czar was brutally 
murdered. Radical members of the “Intelli- 
gentia” and blood-thirsty despots manned the 
ship of state and with fist of iron dominated 
the machinery of lawful government, and 
declared unto themselves all the rights, but 
very few of the duties, of validly constituted 
authority. Bolshevism and Communism mis- 
cegenated—Sovietism was born. 

This new self-ordained government, com- 
posed, in the aggregate, of about eight hundred 
thousand rabid revolutionaries, proceeded to 
dominate the lives of entire Russia or approxi- 
mately three hundred million people. In the 
last analysis, these eight hundred thousand 
were autocratically controlled by a mere hand- 
ful of ingenious, clever leaders. They dictated 
to nearly one-sixth of the world and hoped 
to eventually draw the rest of the universe 
into a network of dependent states of the 
Soviet Republic, under the direct control of 
central Russia. Even to-day, it is the proud 
boast of Sovietism that America will in time 
(perhaps a century) succumb to the influences 
of Communism within and, through revolu- 
tion or otherwise, join this mighty confedera- 
tion of states emanating from the minds of the 
Soviet leaders abroad. 

If Russia suffered from Imperialism, she 
saw more bloodshed and internal chaos under 
the revolutionary government. However, 
nothing need be said here concerning the 
butcheries perpetrated on the old nobility, the 
complete subjugation of the majority, the 
desecration of women and many other acts 
best left untold. Those acts are history and 
constitute some of its blackest pages. 

Following the revolution of 1917, Sovietism 
established itself and proceeded to disregard 
inherent rights to person and property. Con- 





trary to international law, the Soviet regime 
repudiated the obligations of the Czar’s gov- 
ernment. It unjustly confiscated American 
property, both real and personal. It consist- 
ently refused to honor the outstanding obliga- 
tions, promulgated by the prior government, 
under its properly authorized authority. 

What effect did this utter usurpation and 
disregard for the rights of Americans have 
upon the government of the United States? 
According to the dictates of international law, 
a country’s obligations are always its obliga- 
tions, no matter whose hands grasp the reins 
of government. Revolution effecting the 
domination of ten different governments can- 
not change a country’s status quo in interna- 
tional relations. The valid obligations of a 
prior government still subsist and the execu- 
tion of its pledges, validity made, is within the 
duty of the subsequent government. Besides 
the disavowal of valid obligations and the dis- 
American lines and_ property, 
Sovietism has its foundation on principles con- 
trary to the principles of the common law and 
diametrically opposed to the American doc- 
trines of justice and righteousness, as embodied 
in the Constitution of the United States. How, 
then, could the Federal government of our 
country recognize the Soviet Government? The 
answer to such a question is and will be his- 
tory—America did not recognize the Soviet 
Government, America does not recognize the 
Soviet Government, and probably America will 
not recognize the Soviet Government as long 
as its international functions and dealings with 
citizens of the United States are conducted in 
the manner then and now in vogue. 


regard ‘for 


The setting up of the Bolshevist regime re- 
sulted in an unprecedented industrial chaos and 
the confiscation of the assets in Russia of the 
New York Life Insurance Company, and the 


Equitable Life Assurance Society of the 
United States. Unsatisfied with this the 
Soviets have gone a step further and have 


organized a credit bureau through which they 
are now endeavoring to force the payment of 
claims of Russian policyholders on policies is- 
sued through the Russian branches of these 
companies by New York courts. 
Charles Recht, New York attorney and Soviet 
representative, in an interview with Tue Sperc- 
raTor, has made the following statement con- 
cerning these claims: 


actions in 


STATEMENT OF SOvIET ATTORNEY 


The contention that the Soviet Government 
is directly responsible for the instigation of the 
present suits against the American companies 
and is doing so in an ingenious endeavor to 
compel recognition by the American Govern- 
ment, is absurd. All organizations in Russia 
to-day are necessarily under the supervision 
and control of the Soviet Government because 
of the Communistic idea of government. Any 
bureau, therefore, collecting policies must be 
at least a quasi state organization, but to say 
that the Soviet Government is behind such a 
move is a statement without foundation. The 
credit bureau only acts in the capacity of me- 
dium for the policyholders. They receive a 
compensation for their actions just like any 
private concern would. Private interests in 


the credit bureau are advertising for policies Government. 


5 


and are only using the credit bureau as the 
proper means for reaching the Russian) policy- 
holders of American life insurance companies. 
That the Soviet Government is behind such a 
movement and favors the instigation of such 
suits is only an attempt by the American com- 
panies to shirk their liabilities. 

It could be argued with like force, that 
the Soviet Government would be against the 
instigation of such suits on the supposition that 
if the contention of the insurance companies 
is correct that the Soviet Government is obliged 
to pay for their losses and if there be losses, 
the Soviet Government would, before an inter- 
national commission, perhaps be bound to re- 
munerate the insurance companies for the losses 
on these suits. 

The credit bureau is only an agent of the 
Russian Policyholders Incorporated, which is 
a client of mine; they get the policies, not 
through their function as a branch of the 
Soviet Government, but as a non-partisan ad- 
vertising bureau, through whom the many pol- 
icyholders in Russia may send their claims to 
America so that they all may be united in one 
legal suit against the New York Life and the 
Equitable Life. For financial reasons this is 
imperative, as may be easily seen when we 
consider the size of Russia and the absolute 
impossibility of gathering up these many 
claims through any agency which cannot reach 
all the people. At the present time there are 
ebout $9,000,000 worth of claims against the 
American companies, which claims were not 
received from the credit bureau entirely, but 
were garnered from Poland, and other coun- 
tries, and the United States as well. (Concern- 
ing this last sentence, it must be remembered 
that the policies called for payment in Russian 
rubles —Enprtor’s Nore. 


Russ1An LirE INSURANCE Prior TO SOVIETISM 


Prior to Sovietism, the life insurance busi- 
ness in Russia rested largely in the hands of 
three great foreign insurance companies, the 
New York Life Insurance Company, the Equi- 
table Life Assurance Society of the United 
States of America, and the Urbaine, a French 
company. These companies brought to Russia 
every modern idea and progressive thought in 
the great field of life insurance. The foreign 
companies offered greater protection than the 
Russian companies. That the New York Life, 
the Equitable Life and the Urbaine innovated 
progressive methods and practically built up 
the great industry of life insurance in Russia, 
is a fact universally conceded. For more than 
thirty years, they protected the Russian fireside, 
in pursuance to a special decision or ukase of 
the Imperial Government from which they de- 
rived their authority (Resolutions of the Com- 
mittee of Ministers of October 110, 1885, June 
2, 1809, July 7, 1889). The companies were 
subject to numerous restrictions and conditions 
imposed by the Committee of Ministers and 
the Minister of the Interior of Russia. The 
most important of these was that each foreign 
life company was compelled to maintain a re- 
serve fund equal to the total outstanding li- 
ability on all of the life insurance contracts in 
force in Russia. In addition, the companies 
had to keep a special reserve to meet any 
emergency which might arise because of a 
sudden, unexpected increase in mortality. Both 
these reserves had to consist of acceptable 
Russian securities, placed in the Russian State 
Bank under the direct control of the Imperial 
The result of such a require- 
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As CATHEDRALS WERE BUILT 


O are built great Life Insurance Companies. Study the great cathedrals of Europe 
(visit them if you can) and see how successive centuries are built into them. 


In the Cathedral there was from the beginning a definite plan, a definite limitation. 
It was always clear to the builders that the glorious structure would be finished some day. 
But when? People did not ask. They toiled and sacrificed in order to do their part, to 
add their bit to the mighty whole, knowing that neither they nor their children would see 
the completion of the work. By their labors they fostered religion and the arts and fed 
their own souls while erecting a vast pile which they knew would instruct and impress 
their successors through countless generations. They fed their own souls and rendered a 
noble service to others—even to those not of their own faith. 


So it is with Life Insurance and especially so it is with the New York Life. Unlike the 
Cathedral builders, our founders in 1845 (eighty-one years ago) had no definite outline of 
the structure which they then began. 


They labored to establish a program of mutual human service. They did not begin 
to realize the full significance of what they did. Their successors for about three full genera- 
tions have labored as they did and we, the living laborers, begin now to realize what it all 
means. In 1926 the structure, founded in 1845, begins to emerge in outline. Its splendid 
substance is shown in our coming Home Office building and in our assets and outstanding 
insurance. 


But the real structure is only suggested by these facts. 


Why should not our successors continue through centuries (as the Cathedral builders 
did) the labors of the men and women who have built so splendidly thus far? When will 
the New York Life be finished? Never! Its foundations are as deep as human love: its 
spires disappear in unfulfilled dreams of human aspiration: its great arches support an ex- 
panding nave which can cover and protect all who come. 


We are to-day building ourselves into this great Cathedral of Service. 


Our work will always be as clearly defined and as permanent as is the work of the men 
who built with stone and to the glory of God, in the twelfth or in an earlier or in any suc- 
ceeding century. Their work stands. The guide will point out, as you gaze and wonder, 
the work done in different centuries. The agents of Nylic are writing records which shall 
last as long as human life endures. They are building themselves into this great instru- 
mentality of social service. What they do will endure. It will endure because it renders 
service. 


Who then should work with finer enthusiasm than a Nylic agent? Who that is young 
and keen and ambitious and has high ideas about service would not be a Nylic agent? 


To labor and thereby achieve something that shall not ‘‘fade like a dream’’; to influence 
beneficently the condition of generations unborn; to build an aisle or an arch or a tower in a 
structure which shall last co-evally with human strength and human affection, with the 
knowledge that if ruin finally comes to human society, his work shall still endure in song and 
story! That is the ideal that leads a Nylic agent on and strengthens him as he sees that ideal 
becoming a reality. 


Write to the nearest of our one hundred and forty-three Branch Offices in the United 
States and Canada or direct to the Home Office. If you have the right qualities there’s a 
place for you. 








NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
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ment, with which the foreign companies com- 
plied, was to guarantee to Russian policyhold- 
ers the payment of their policies, no matter 
how the American life companies fared in 
other realms. The maintenance of an adequate 
reserve in Russia safeguarded Russian policy- 
holders against any contingency. 

In 1917, the Soviet Government declared 
banking a State monopoly, but no action was 
taken against life insurance until December 1, 
1918, when, without any warning or prelimi- 
nary hearing, the Central Executive Committee 
of all Russia decreed that “All kinds of in- 
surance, such as: fire insurance, transport in- 
surance, life insurance, accident insurance, 
hail insurance, cattle insurance, crop insurance, 
etc, are declared to be a State monopoly.” 
This decree was published in the “Izvestia,” 
the Soviet’s official newspaper, and was signed 
by “The President of the Soviets and of the 
Commissaries of the People, by V. Gulianoff 
(Lenine), Secretary, L. Fotieva.” Years of 
progressive and authorized business by the for- 
eign companies were thus nullified by one 
stroke of the pen. 


CONFISCATION CARRIED OuT 

In pursuance of its plan to reorganize and 
liquidate the insurance companies, a committee 
of official liquidators took charge of the of- 
fices of the foreign companies and substituted 
themselves for each foreign company. It is 
claimed by the American companies that ac- 
ceptable bonds valued at more than a hundred 
million rubles, and ten million rubles in cash 
were confiscated by the Soviet. At a normal 
rate of exchange these would amount to fiftv- 
five million dollars ($55,000,000). The Russian 
assets greatly exceeded the Russian liabilities 
and hence the American companies contend 
that the Soviet Government reaped a handsome 
reward for its act of converting the insurance 
business into a State monopoly. 

The government continued the business of 
life insurance and it is claimed, that in some 
instances, at least, it accepted premiums and 
gave receipts on contracts originally issued by 
the American companies. On November 18, 
1919, the Russian Soviet Government issued a 
decree which canceled all life insurance con- 
tracts. This decree provides, in part, as fol- 
lows: 

“1. All kinds of life insurance (capital and 
profits) in the R.F.S.S.R. are canceled.” 

“2. All contracts with life insurance com- 
panies and savings banks for life insurance, 
capitals and profits are canceled.” 

Six years have passed since the issuance of 
the decree of 1919 canceling life insurance con- 
tracts, and to-day numerous claims are pending 
in New York courts against the New York 
Life and the Equitable Life by policyholders 
holding Russian contracts. These suits, based 
on the original contract of life insurance, were 
instigated through an organization known as 
the “Credit Bureau” whose function, in this 
Instance, is to prosecute claims against the 
American insurance companies. Early in 


1924, the Credit Bureau began advertising for 
Policyholders of Russian contracts in an en- 


deavor to unify all the claims. In case the 
suits were successful, the Credit Bureau was to 
receive a fee of 25 per cent to 45 per cent, 
based upon the amount recovered. If these 
legal suits are successful, millions of dollars 
will be taken from other policyholders to pay 
off the claims of holders of Russian contracts. 
Will the New York Life and the Equitable 
Life be held liable in view of the confiscation 
by the Soviet Socialistic Federative Republic 
and the subsequent decree canceling life in- 
surance contracts? That is one of the burn- 
ing questions in the life insurance field to-day, 
and the fact that these two American compa- 
nies are mutual companies, makes the issue of 
vital importance to the policyholders of Amer- 
ican contracts in these two concerns. 
Concerning the confiscation by the Soviet 
Government, Mr. Recht, Soviet representative, 
says: “It is our information that at the time 
the Soviet government took over the assets and 
reserves of the New York Life and the Equi- 
table Life, such security was practically worth- 
less, because it was in obligations of the 
Czar’s Government, which was declared to be 
bankrupt. We believe that the Soviet Govern- 
ment took over the American companies as a 
receiver in bankruptcy and due to the worth- 
lessness of the security then in force received 
no profit from such a liquidation. Further- 
more, the reserve maintained by the American 
companies in Russia was never adequate.” 


Assets MApE WortTHLESS 

The assets and reserves of the American 
companies only became worthless because the 
revolutionary regime wished them to be worth- 
less. By their act of declaring the Czarist 
Government bankrupt, they made any monies 
of the Czar’s government of little or no value. 
But at the time the Soviets came into power, 
the money obligations of the Imperial Govern- 
ment had a value, which when applied to the 
assets and reserveg of the American companies, 
represented millions of dollars. The New 
York Life and the Equitable Life maintained 
reserves sufficient to meet the exacting re- 
quirements of the Russian law. To say that 
those reserves were not adequate is to say that 
the law was not adequate, and even if this 
were true, the subsequent government would 
be estopped from contending that the law of 
the prior government was insufficient in its 
requirements and therefore compliance with 
the law did not constitute a sufficient act. 

Contending that the act of confiscation did 
not change the contract liability, Mr. Recht 
“Tn taking over the Russian business of 
the American insurance companies, the Soviet 
Government declared insurance a State mo- 
nopoly, but they did not accept the outstanding 
obligations of said insurance companies. The 
subsequent cancellation of life insurance con- 
tracts in Russia did not free the foreign com- 
panies from their outstanding obligations. 
When the Soviet created its own insurance 
department about three years ago they accepted 
none of the Rubles of the Czar’s Government 
and no risks but their own.” 
The New York courts must determine 
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said: 





whether or not the insurance companies are 
still liable on their original obligations. That 
they were relieved from liability would seem 
to be the result of the two decrees of the 
Soviet Government. By the first decree insur- 
ance was declared a State monopoly, thus tak- 
ing over all the assets and reserves, and put- 
ting the American insurance companies in a 
position where they had no standing in Russia. 
If the first decree did not release the American 
companies from all liabilities, certainly the 
second decree did, for, in plain unequivocal 
language, it declared that “all kinds of life 
insurance are canceled.” There can be but 
one construction to that decree, and that is the 
literal one. 


AMERICAN COMPANIES RELEASED 

This cancellation decree not only released 
the American companies, but, by implication, 
admits that the Soviet Government by its prior 
decree of confiscation accepted the outstanding 
obligations of the American companies and 
now by its decree of cancellation repudiates 
the responsiblity it created for itself by vir- 
tue of the first decree. 

Furthermore, as late as October, 1923, the 
Soviet continued its policy of treating life in- 
surance contracts as nullities. This is shown 
by the following letter which it is asserted 
was received by a policyholder of a Russian 
contract who made inquiry of the Soviet Gov- 
ernment concerning his policy with an Amer- 
ican company: 

In reply to your favor of last month the 
State Insurance Department, informs you that 
by decree of November 18, 1919, of the Soviet 
of People’s Commissars, all insurance con- 
tracts made in Russia are annulled.” 

Chairman (s) D. T. EFRemorr, 
Manager of Insurance Department, V. S. 
Gohman. 

It follows, then, that four years after their 
cancellation decree, the. Soviet Government still 
considered all life insurance contracts as null 
and void. How, then, can they now claim that 
these policies were not null and void, but are 
valid, outstanding obligations against the 
American companies? 

In any event, the decree of 1919 canceling 
life insurance cannot be derogated from by the 
Soviets, and they cannot now be heard to say 
that they did not mean to do what they did. 
In 1920, a German court held, in the case of 
Mayer vs. New York Life Insurance Company, 
that the decree of the Soviet Government dis- 
charged the New York Life from all liability. 

Referring to the claim that the Soviets ac- 
cepted premiums for some time, Mr. Recht 
said: “The contention by the American com- 
panies that the Soviet government accepted 
premiums for a period of nine months on poli- 
cies issued by the American companies is false. 
The Soviet Government never received any such 
premiums. That receipts in a very few indi- 
vidual cases were given is possible. The ex- 
planation lies in the understanding of’ the situ- 
ation immediately following the revolution. 
Before the government had a chance to stabil- 

(Continued on page 38) 
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INTER=-SOUTHERN LIFE SOLD 


Rogers Caldwell Purchases Interests of James R. Duffin and 
7 R. W. Bingham 


COMPANY TO BE REHABILITATED 


End of Long Controversy Seen in Action of Nashville Financier—Insurance Com- 
missioner S. M. Saufley Approves 


LovisvILtE, Ky., March 20.—Waves of in- 
ternal strife and factional turmoil which have 
buffeted the Inter-Southern Life Insurance 
Company throughout the past year and thus 
dimmed the lustre of its achievements and 
growth were supplanted Friday by peace and 
tranquillity when Caldwell & Company, invest- 
ment bankers of Nashville, Tenn., acquired the 
controlling interest in the company through 
the purchase of the stock held by the leaders 
of the two principal warring’ factions, namely: 
Judge Robert Worth Bingham, Louisville pub- 
lisher, and James R. Duffin, president of the 
company. 

The sale of the company to the Nashville 
syndicate brought to a close negotiations which 
had been under way for several months and 
came as a climax to a two-day session of the 
board of directors. 

Twenty-four hours prior to the consumma- 
tion of the deal, which involves more than sev- 
eral hundred thousand doltars, recetvership 
proceedings were instituted in Federal court. 
This action is expected to be dropped now that 
the troublesome influences in the company have 
been done away with. 

After the deal for the stock had been closed 
Rogers Caldwell, president ot the Nashville 
corporation, issued the following statement: 

We have taken over Mr. Duffin’s stock in 
the Inter-Southern, 40,0co shares in all, at 
$2.50 a share. At the same ume we are tak- 
ing over 10,000 shares owned by Dinwiddie 


. Lampton (director and staunch supporter of 


the Duffin regime) at $2 a share. The 15,000 
shares owned jointly by Mr. Duffin and Massey 
Wilson (Missouri stockholders) we have pur- 
chased for $2 a share. We atso have bought 
the 32,000 shares formerly owned by the Bank- 
ers Trust Company at $2.50 a share and are 
offering to take the remaining stock in the 
pool, some 60,000 shares, at $2.50 a share. 
We have bought Judge Bingham’s stock, 
about 175.000 shares, at approximately $1.80 
a share. We are agreeing to make good anv 
impairment to the capital stock of the com- 
pany as claimed by the Insurance Department 
of Kentucky so as to make the company thor- 
oughly solvent in every way and leave the 
company one of the largest and strongest in 


the South. It is not our intention to merge 
this company with any other company or to 
move this company from Louisville. 

State Insurance Commissioner Shelton M. 
Saufley was greatly pleased with the sale. 
Following the announcement of it he said: 

I am able to relax to-night for the first 
time since the internal dissensions of the In- 
ter-Southern were called to my attention more 
than a year ago. 

I have worked unceasingly for over a year 
to save the company, not only for the policy- 
holders and stockholders but for the State of 
Kentucky and the city of Louisville. The pol- 
icyholders, who are the first consideration of 
the insurance department, have every reason 
to rejoice at the brilliant future which seems 
assured for the company. 

The final outcome justifies the position I 
took a year ago, that it was up to the insur- 
ance department to order an investigation of 
the company, and it also vindicates the audit 
made by Ernst & Ernst, which was adopted 
hy the denartment as official over the protest 
of a faction within the company. 

Caldwell & Co. comes to Kentucky with 
the very hiehest of recommendations and 
reputation and IT am convinced they will build 
a still greater and better company in Ken- 
tucky. 

Mr. Saufley said he conferred with Mr. Cald- 
well both before and after the close of nego- 
tiations, and that he is confident that the deal 
means much more for the company than one 
less conversant with conditions might think. 

It was made known immediately after the 
closing of negotiations that a meeting of the 
directors had been called for Thursday. Later 
it was announced that the meeting would he 
postponed until March 30, in order to allow 
Mr. Caldwell opportunity to perfect his plans. 
While the nature of the call was not disclosed, 
it is generally helieved a reorganization will 
be perfected at that time and a_ successor 
named to James R. Duffin, who has been presi- 
Those 


familiar with the inside details of the work- 


dent of the company since 1010. 


ing force, some of whom were lined up with 
one faction and some with another, predicted 
last night that there will be a general shake- 


up for the good of the service. 


On the other hand, a prominent Louisville 
realtor, who attempted to buy the controlling 
interest in the company prior to the offer made 
by Caldwell & Co., said that no change would 
be made in the official family for at least a 
year. According to this man, he offered the 
same price that the Nashville syndicate did for 
the stock, but it was refused when he stipu- 
lated that Mr. Duffin and those friendly to 
him must go. 

Mr. Duffin, he said, would not agree to 
the sale of his stock on such conditions and 
it was evident that in purchasing the com- 
pany, Caldwell & Co. agreed to let Mr. Duffin 
continue at the helm. Mr. Duffin also seemed 
pleased with the conditions of the deal and 
seemed assured that he would continue as pres- 
ident. Other officers, after a conference with 
their chief, apparently were confident that 
they would retain their posts. Mr. Duffin, it 
is understood, retained a small amount of his 
shares. Judge Bingham disposed of his stock 
in full. The removal of his influence does 
away with the chief obstacle to retaining Mr. 
Duffin in the presidency. 

Another, and perhaps the most important, 
feature of Thursday's meeting of the board 
will be the removal of the impairment of $705,- 
346 in the assets of the company as shown by 
the audit of Ernst & Ernst, it was stated by 
Commissioner Saufley. 

The removal of this impairment has been 
the main concern of Commissioner Saufley and 
the Commissioners of the other States in which 
the company does business. When Mr. Saufley 
was given concrete evidence that the impair- 
ment would be removed he threw no obstacle in 
the path of the negotiations. The fight between 
the two factions to gain control of the com- 
pany is said to have cost the company hun- 
dreds of thousands of dollars in new business. 

Coincident with the announcement of the 
successful consummation of negotiations for 
the purchase of the stock ot the two disturb- 
ing factions, it was stated. a motion will be 
made in Federal court Monday to dismiss the 
receivership proceedings. When the motion for 
a receiver was called up by Judge Charles I. 
Dawson Friday morning, the court was in- 
formed by Commissioner Saufley that the deal, 
still pending at that hour, would be closed 
during the day and litigation ended. 

Commissioner Saufley was joined in the re- 
quest for a continuance of the motion by 

(Concluded on page 29) 
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RETRIAL GRANTED 


United States Circuit Court of Ap- 
peals Reverses Judgment Against 
Haight and Willis 


FAVORABLE DECISION RENDERED 


Many Friends of Messrs. Haight and 
Willis Extend Their Congratulations 
on Gratifying Outcome 


The United States Circuit Court of Appeals, 
Seventh Circuit, on March 11 handed down an 
opinion in the Hawkins Mortgage Company 
case, the opinion being rendered by Judges 
Alsculer, Evans and Page, and written by 
Judge Alsculer. F. J. Haight, of Indianapolis, 
consulting actuary, and his assistant, F. C. 
Willis, were involved in litigation in connec- 
tion with the Hawkins Mortgage Company, of 
Portland, Ind., through having made an audit 
of that company’s books and records. They, 
with 14 other men, were tried in the United 
States District Court of Indiana, and con- 
victed, and the opinion (as it relates to Haight 
and Willis) printed below is the result of their 
appeal to the United States Circuit Court of 
Appeals. The decision reverses the judgments 
against Messrs. Haight and Willis, and re- 
mands the cause for retrial, so far as they are 
concerned. They have received many congrat- 
ulatory communications because of this de- 
cision. 

In referring’ to one phase of the charges by 
the Government prosecutor, where the claim 
was made that the mere size of an amount 
shown in an audit was misleading, notwithstand- 
ing that a large amount of assets was offset 
among liabilitities, the Court said: “It would 
sadly reflect on the intelligence of those who 
would place reliance on the size of the figures 
alone * * *.” Jt also remarked, “How ab- 
surd it is to rate a corporation at the highest 
figure which an audit may show, regardless of 
what the figure plainly means.” And _ again, 
“But according to the Government's contention, 
it would make of the business a ‘seven mil- 
lion dollar concern’ as though that really meant 
anything.” 

The portion of the decision of the court re- 
lating particularly to Messrs. Haight and 
Willis, is as follows: 


Willis and Haight were connected only as public 
accountants, residing at Indianapolis, and employed 
in 1922 to make an audit for the Hawkins Mortgage 
Company. The contention against them is, in short, 
as stated in the government’s brief, that “the Haight 
and Willis audit contained a balance sheet or state- 
ment of assets and liabilities which placed the Wel- 
fare stock held by the Hawkins Company at $7,223,- 
551.66 and the surplus and undivided profits at $441,- 
242.8714" that “this was a fraudulent audit, since the 
Welfare stock had little value, and there was a deficit 
instead of a surplus, and that all this was shown by 
the books and readily available to the experienced ac- 
countant.” They were employed in May to make 
the audit of May 31 and to prepare also a state- 
ment of income and disbursements for the first five 
months of 1922. For them it is contended that they 
did not undertake to make an appraisal of assets, but 
an audit of the company’s affairs only as appears 
from its books and records; in other words, not an 
audit of the company, but of its books and records. 


IO 


Apart from the oral testimony bearing on their 
employment, as to which there is no contradiction’ 
the reports as submitted tend strongly to bear out 
their contention. Their letter ot October 23 trang. 
mitting the reports of the audit states ‘Pursuant to 
your authorization an audit as of May 81 of the 
books and records of the Hawkins Mortgage Com 
pany has been made, and herewith is submitted Part 
One of the report a statement of the assets and lig 
bilities found to exist on that date and a state 
ment of income and disbursements for the first five 
months of 1922.” Under same date wit’: submission 
of Part Two it was stated “Herewith is submitted 
Part Two of the report of an audit as of May 31, 
1922, of the books and records of the Hawkins Mort 
gage Company made pursuant to your authorization,” 
To a condensed report of the audit Haight certified 
“that this organization has made an audit of the books 
and records of the Hawkins Mortgage Company of 
Portland, Indiana, as of May 31, 1922, under the 
in 1ediate direction of F. C. Willis, associate, and 
that the statement attached hereto is a true showing 
of the company’s assets and liabilities as of said 
audit found to exist on that date.” 

The government’s claim respecting the $7,000,000 
item is, not that the audit shows this a clear asset 
without any countervailing entry, for against it as a 
liability appears in the opposite column of the audit, 
as well as in the condensation, the item “Deferred 
Earnings Welfare Securities $06,581/846.66.” The 
government’s position is that the employment of such 
large figures tends of itself to magnify the impor. 
tance and standing of the corporation, and to inspire 
public confidence regardless of the significance of the 
figures. While there may be something in this, it 
would sadly reflect on the intelligence of those who 
would place reliance on the size of the figures alone, 
regardless of whether they indicate responsibility or 
irresponsibility. One of the government’s experts 
testified that by the placing this stock in the assets 
column, regardless of what in the same report was 
charged against it as liabilities, there was thus shown 
a “nine million dollar concern instead of a two mil- 
lion dollar concern,” as would have been the case 
had the Welfare stock ber ‘tted. How absurd it 
is to rate a corporation at the highest figure which 
an audit may show, regardless of what the figure 
plainly means. If instead of stocks it had been real 
estate carried at seven million dollars, and had ap 
peared in the assets, and against it a mortgage lie 
bility of seven million dollars, no doubt the audit 
figures would be entirely unobjectionable, although 
the iteris, so far as concerns actual worth or respon- 
sibility, might both have been omitted. But accord- 
ing to the government’s contention, 1t would make of 
the business a ‘seven million dollar concern’—as 
though that really meant anything. 

In Part Two of the audit, which occupies over 60 
pages of the printed record, and consists of voluminous 
detailed figures and many explanatory notes, is found 
this statement, ‘Liabilities—Lines—Deferred—Earm- 
ings $6,581,386.60. In this account is the amount of 
par value of Welfare securities owned by the com- 
pany for which no credit is taken on the books and is 
decreased as improving conditions of the Welfare So- 
cieties bear to the company’s financial condition to 
warrant an enhancement in book value. The pat 
value of Welfare stock issued to the company of $7, 
223,551.60 is held at a book value of $642,205, or 
slightly less than 9 cents per dollar of par value.” 
The practice of the Hawkins Company was, when it 
organized a Welfare Society, it took 51 per cent af 
its authorized capital stock and entered this upon its 
books as an asset of the Hawkins Company, charging 
against it a liability, equal to the unaccrued value of 
the stock. Presumably in the first instance, and be 
fore any of the Welfare stock was sold, this would 
be an amount equal to the par. It is not questioned 
that the company’s books showed this, and to ouf 
mind, the carrying of this into an audit of the books 
is no indication of criminality on the part of the 
accountants, any more than it would have such effect 
in case of the real estate above to, or in the audit 
of a bank whose published reports customarily 1 
dicate as its principal resource a very large amount 
which is represented by deposits, which might be 
drawn out the next moment. 
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It was shown in evidence that prior to the employ- 
ment of these men to make the audit, another auditor 
had been employed, who had refused to enter these 
and other items, and whose audit Hawkins rejected. 
Such evidence was admissible as against those with 
whom he had his dealings, and perhaps their asso- 
ciates, but it does not appear that Haight and Willis 
knew anything about it; but if they did, the conclu- 
sion of criminality cannot be drawn because they em- 
ployed one method and another auditor employed an- 
other. It would seem from the evidence that the first 
auditor deemed it a part of his function to go be- 
yond the books and look into the matter of the actual 
value. These men contend that they had to deal only 
with the-books and records as they found them.. 

It is suggested that in some instances they did 
enter items as the result of their own judgment rather 
than what the books and records showed, notably set- 
ting up a reserve of $73,727.21 for probable loss on 
accounts receivable. This appears charged on the liar 
bility side in the reports, and of course was first in- 
eluded in the accounts and bills receivable items o 
the assets. The entry tends rather to exculpate than 
to incriminate; for it reduces the surplus by that 
large amount, which, had they been fraudulently bent 
in making the very best showing they probably would 
not have done. They say good accounting required 
this. This is largely a matter of the judgment of the 
accountant, since there are no governmental rules for 
such accounting, as is the case with national and 
State banks, and insurance companies. 

As to the other contention, that from the books and 
records themselves it appeared the business of the 
corporation was being run at a loss, whereas the audit 
shows an entry of surplus and unaivided profits of 
$442,367.6134, Willis, who was in actual charge at 
Portland of the audit, testified that it was true that 
from the books and records it appeared that the com- 
pany was losing money quite heavily and steadily, 
and that but for the appreciation which the books 
showed in the Welfare stock to the amount of over 
$600,000 the audit would have shown a. deficit in- 
stead of a profit and surplus. 

If assets came to the company from any source 
to an amount larger than a deficit which would other- 
wise appear, the surp’ eyond this deficit would 
represent surplus or protic, undivided so long as it re 
mained with the company. That from time to time 
those in control of the company directed that there 
be placed to the company’s credit amounts represent- 
ing appreciation in the Welfare stocks, is unquestion- 
ably true. The books showed such, and if there is 
fraud in this, it is the fraud of those who caused 
it to be done. If the Welfare stocks did not show 
appreciation, of course the entries should not have 
been made. But it nowhere appears that these audit- 
ors were called upon to audit the Welfare Societies’ 





Seventy-Five Years Ago 


the Massachusetts Mutual Life Insure 
ance Company was organized by a group 
of men with unusual foresight. They 
conceived an organization that would 
create a personality of strength and 
friendliness, and conduct its affairs so as 
to win and hold the confidence of policy- 
holders, 


During all these years this institution has 
faithfully maintained the spirit of service 
Inaugurated at its birth. To-day it 
ranks with the best companies in the 
country and is known throughout the 
land as 

The Company of Satisfied Pelicyholders 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


Massachusetts Mutual Life 
Insurance Company 


Springfield, Massachusetts 
Organized 1851 








books. In their contemporaneous statement respect- 
ing one of such entries which was made in the five- 
month period for which they made the statement of 
income and disbursements appears the following: ‘In- 
come Line 17, Amount shown of $197,325, is accrued 
portion of the enhanced value of Welfare stock 
owned entered on the company’s deferred earnings ac- 
count June 30, 1922, and the total value taken credit 
for on the company’s books for Iowa Welfare securi- 
ties of $7000. The amounts entered were not segre 
gated to the various Welfare Societies whose stock 
was included in the appreciation of value. It is rec- 
ommended that such segregation be made and entered 
on the deferred earnings account. Your auditor has 
made no attempt to ascertain the correctness of the 
values placed on the accounts for appreciatiom of 
Welfare securities, deeming that a matter proper to 
be decided the officers and directors from information 
regarding the status of the Welfare Societies not 
available to your auditor except as a result of in- 
vestigation of the books and records of the Welfare 
Societies whose stock is affected by the entries.” It 
was testified, without contradiction, that they did, not 
have access to and did not examine Welfare Societies’ 
books and records. The report as a whole sharply 
criticizes in numerous respects the company’s keep 
ing of its books and records, and practically sets up 
a new system therefor, which these defendants say 
they were employed mainly to do. ; 

It is contended that criminality is to be gathered 
from the fact that the explanations and criticisms 
in Part Two above referred ta@ are not carried into 
the condensed statement of the audit which was made 
for publication. The notes and explanation of Part 
Two are very voluminous and it is hardly to be ex- 
pected they would be carried into the condensed 
statement or balance sheet which is customarily a 
resumé of detailed figures. However, the opposite 
figure respecting the Welfare stock fully appears 
there, and the certificate indicates that the audit was 
made from nothing but the books ani records of the 
company. It does not appear that Willis and Haight 
had any prior contact or dealings with Hawkins, or 
any interest in him or his companies, and for any- 
thing that was shown to the contrary, they, residing 
in Indianapolis, were employed in the regular way 
to do this work, and it does not appear that they 
were to receive or did receive for their work any- 
thing beyond the usual and ordinary compensation 
for such service. While a report so predicated, un- 
accompanied by an appraisal can give little assur- 
ance to the public as to the true condition of the 
concern itself, apart from that of its books and rec- 
ords, nevertheless, so far as regards the items here 
particularly relied on to indicate criminality, the evi 
dence shows they were taken from the books and 
records of the company just as they purport to be, 
and we are unable to perceive in the transcript any 
evidence of criminal conduct of these two. 

Our conclusion is, and it is so ordered, that the 
judgments against Sacks, Willis and Haight be re- 
versed and the cause remanded for retrial as to them, 
and that the judgments against the other nine defend 
ants are, and each of them is, affirmed. 





BANG! 


New Territory— 
New Opportunities 


Have just opened Pennsylvania 
and California and have a number 
of very desirable openings for 
good men. Special Agents and 
District Managers can make fine 
connections. Also some good posi- 
tions open in Michigan, Indiana, 
Illinois, Kansas and Missouri, 


Address communications direct 
to Home Office, South Bend, Ind. 


Income Guaranty Company 


(STOCK COMPANY) 











Hoey, Ellison & Wendt Appointment 


Hoey, Ellison & Wendt, general agents in 
New York for the Equitable Life Insurance 
Company of Iowa, have announced the ap- 
pointment of Ernest E. Floyd as manager in 
charge of business insurance lines, including 
group, partnership and corporate iines. Mr. 
Floyd has had charge of the salary deduction 
business of the Hart & Eubank agency of the 
7Etna Life of Hartford. 

The Hoey, Ellison & Wendt agency expects 
$1,000,000 of paid-for business in March. 





WANTED 


Manager for conservation depart- 
ment of a fast-growing large South- 
ern Life Insurance Company oper- 
ating from coast to coast. Good 
opportunity for a young man with 
experience. 


Address Box 200 
care THE SPECTATOR. 











unlimited production. 





Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
cicada communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THESPECTATOR 











THE 
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The 
Stuyvesant 


Insurance Co. 
of New York 


Established 1850 





Statement December 31, 1925 





ASSETS 
BONDS: 
eee $292,726 .00 
State, Province, County and Municipal..... 316,030 .00 
NINE oars io Eco chia wow So his oe vie WK'a'S Ge 283,155 .00 
RSC WIGMENES 5 oo oie ce eeccceseccesewe 69,250 .00 
ME NUMEINED co 0 5 ats 51S l6ssove ons oe ab'S.0o'9 CS 249,410.00 $1,210,571 .00 
STOCKS: 
SS en $554,990 .00 
PENIS A NRNEEI oo ssi. 5 500 4 4-0:6-0:0 0.0.0.0 0'w bore 101,264 .00 
Bank and Trust Company................ 400,663 .00 
I 5 a5 6 a0 6 100k -b niG0 6 Bie wale 429,580.00 1,486,497 .00 
RANE RUN NMEA ona, i66:4.0:0:0 6 0.0.010-09')0. bined a eles eee aces 13,000 .00 
TE Ee ES ES en ae 597,143 .33 
ReeRIR EIEN ERM MRMIB 55 ise 026 ve sns35s.va 164 6s swridvd ew in 8:58 9 tara CS falas) wi 0S 194,232.44 
Interest Accrued and Other Items..............-000000: 43,197 .62 
$3,544,641.39 
LIABILITIES 
SRR eR REANENNI 5 sg. viig en scane 6. 008i0'n's 4S BINNS Wesel wie $1,943,943 .16 
ROR AMA SIAR CEA NONIIOS 6 oa 56, 5.6.0 6409.06 asa 0s eisai eros 6 rwidve b Bio-e Gude 429,565.50 
RES MM MOCO THONG oak os. 5 ccc ss ccceveccscevedesecus 25,000 .00 
$2,398,508.66 
OS Oe a ee ee eae 700,000 .00 
RP MNMNNNE Sos fae Ac Slo cahane ta stp thu. 4 6 vo Teide 6'Gvb io ods talon ium pd NSO 446,132.73 


$3,544,641.39 


(January 29, 1926, $600,000 Additional Paid in 
to Capital and Surplus) 


J. S. FRELINGHUYSEN 


New York City 


111 William Street 





The 
Industrial 


Fire Ins. Co. 
of Akron, Ohio 





Statement December 31, 1925 





ASSETS 
$104,549 635 
397,024 .65 


SERRE 5 51555 5 'av.aiws Shacks "oy Seavatw’'s rw b wine Sun ab ew acerca hela aD emer 335,488 .00 
NRO Pol sh seh bce en ge ar Sigrarsa -@ MOR NEN We a oe ae nae lone 117,572.66 
ORE Se AI 5 ES re: en AVS, SSK SES WED STR a DE cee 6,834.00 
RCE iia PEN 6.6.20 5 Kio a arerece 5 R-2NAS-ASS AERO Saas ano es 37,278 .76 
I NS 65655 eis | bok REE a eee whee 308,355.49 
[Ore ge apc A ee 8,764.89 


14,806 .47 


Due for Reimsuramce Loenes. «oo. 5. cen csesesseesacase 


$1,330,674,27 
LIABILITIES 
MS GiGs ARR GOSS aoa. 5: sia ania ecSvnse ork tw Sos Oo ae eee rare $126,428 .74 
pUvclor) pita ke wicclcrst. Lc). Oa te ae ao eenee e CeRen Os tere carats Bien a Ge ere aa 340,384.30 
Reserve for Taxes and Other Liabilities................... 333,433 .87 
SAR rs osha o.6-S ae ARO CASS $300,000 .00 
SRAM MINE a5. 555555 soxeite rate: S eiideoan es S'eerersce ee sl Maen nS 140,427 .36 


440,427 .36 


$1,330,674.27 


SHE lS CO POUCUMONISLS : 6. s.4 6 ois So ed Ge Beceede re wsereecens 


Agents Wanted 

















Field Annuals 


Insurance Directories 


for 


*Greater New York 

{New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


P. 0. BOX 617 LOUISVILLE, KY. 














Writing Casualty Insurance 
Fidelity and Surety Bonds 


M% 


) . 
MT 


sey py 


Home Office: DAVENPORT, IOWA 
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W. G. EISENHAUER DEAD 
Prominent Song Leader of Life Under- 
writers’ Meetings Dies Suddenly 


William G. Eisenhauer, an agent of the 
Equitable Life Assurance Society, and former 
assistant manager of the Bayliss agency of 
that company, died at his home in Brooklyn 
on Tuesday of last week. Mr. Eisenhauer 
contracted pneumonia a few days previous to 
his death. I'uneral services were conducted on 
Thursday, and were attended by President 
George A. Kederich of the New York Life 
Underwriters Association and the executive 
committee of that body. 

Mr. Eisenhauer’s death 
shock -to life underwriters everywhere. He 
was a well-known figure at meetings of the 
National Association, the New York Associa- 
tion, and many sales congresses, because of his 
ability as a song leader and through his strong 
and lovable personality. Mr. Eisenhauer led 
the singing at the congress of the New York 
hody the Tuesday previous to his death as well 
as at its annual banquet the same evening, ap- 
pearing in his usual good health and spirits. 


came as a great 


Occidental Life Makes Large Gains 


Continuing its steady march of progress ,the 
Occidental Life Insurance Company, of Los 
Angeles, Cal., last year recorded even greater 
gains than heretofore made, with transactions 
which eclipse all its previous yearly advances. 
An increase of over $4,340,000 is noted in the 
admitted assets, which now amount to $11,- 
787,888; and after increasing its policy reserves 
by nearly $4,000,000 and making due pro- 
vision for other outstanding liabilities, the 
company increased its surplus to policyhold- 
ers by over $97,000, such surplus now agere- 
gating $646,564 and including $250,000 capital, 
$145,481 of surplus assigned and $251,083 of 
surplus unassigned. 

The new life insurance written last year 
amounted to $46,919,300, or over $20,000,000 
more than in the preceding year, and the com- 
pany closed last year with $102,062,867 of life 
insurance in force. The premium income in 
the life department last year amounted to 2,- 
081,136, an increase of more than $300,000, 
while the premium income in the accident de- 
partment grew $34,000, to the amount of $256,- 
91a The total income from premiums and in- 
terest was $2,842,455, or $466,000 more than 
in 1924. 

An inspection of the list of resources ot the 
company reveals that the amount of $6,353,555 
is loaned on first mortgages on real estate: the 
sum of $2,507,426 represents Ioans to policy- 
holders upon the company’s policies: bonds and 
Warrants owned are valued at $952,247; the 
book value of real estate is $786,806; the cash 
on hand and in banks amounts to $376,017; in- 
terest due and accrued aggregates $308,498, and 
the remainder is made up of other lesser items. 
The chief liability is the life policy reserve, 
$10,750,016. 

It is evident from the foregoing that the 
year 1925 was the best one in the history of 


now in far stronger position and is serving 
more policyholders than ever before, the com- 
pany having crossed the $100,000,000 mark in 
point of insurance outstanding last year. It 
is also manifest from the figures above given, 
and from a comparison which shows a growth 
of more than $10,000,000 in assets and over 
insurance in force during the 
decade, that the administration of the 
company’s affairs has been, and is, in the 
hands of conservative yet progressive officers. 
The Occidental Life writes life, accident and 
health insurance and is firmly imtrenched in 
the Pacific Coast States, in which it does busi- 
ness. The officers of this staunch and pro- 
gressive institution, who deserve great credit 
for its progress, are: President, H. J. Burk- 
hard; vice-president, J. F. Burkhard: second 
vice-president, E. L. Blanchard: secretary and 
general manager, Robert J. Giles; treasurer, 
John W. Vaughn; counsel, Benjamin E. Page; 
medical director, Dudley Fulton, M.D.; actu- 
ary, Francis M. Hope; assistant secretary, 
Pierce L. Davies; assistant medical director, 
Donald W. Skeel, M.D.; assistant superintend- 
ent of agencies, Hoyt M. Leisure; assistant 
actuary, Clarence H. Tookey. 


$90,000,000 in 


past 


United States Life’s Disability Benefits 

President Henry Moir, of the United States 
Life, New York, announces the issuance of new 
rates for total and permanent disability, prior 
to age 60, for the waiver of future premiums 
and income of $10 per month for each $1000 
face value. The company’s disability cover- 
age is most complete and protects its policy- 
holders to an unusual degree. If disability is 
total and continuing so, it is presumed to be 
permanent after three months, and benefits to 
those totally disabled commence after three 
months. Heretofore, the United States Life 
has paid no commissions to agents on disabil- 
ity or accident premiums, but in future it will 
pay one-third of the first premium. The same 
commission rate will be paid on the premium 
tor the accidental death benetit, without change 
in the rates for that benefit. The premiums 
for waiver only remain as berore, and no com- 
mission will be paid thereon. On the ordinary 
life plan, rates for total and permanent dis- 
ability waiver for future premiums, an in- 
come of $10 per month for each $1000 of face 
value, are as follows at quinquennial ages: 
Age 20, $1.74: 25, $1.98: 30, $2.25: 35, $2.61; 
40, $3.08; 45, $3.63; 50, $4.55; 55, $5.00. Pre- 
miums for 20- and 30-payment life range 
somewhat higher than for ordinary life, and 
for 20- and 30-year endowments, range some- 
what lower in the earlier years. 


Life Agents Brief Issued 
The 1926 edition of the Life Agents Brief 
has just been received from the presses by 
The Spectator Company, publishers. The edi- 
tion is unusually complete and is printed on 
fine paper. It is one of the most valuable can- 
vassing documents available and has been is- 


the Occidental Life, and that the company is sued earlier than ever this year. 
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Franklin B. Mead, Floral Expert, Writes 
on Single and Japanese Peonies 

Franklin B. Mead, vice-president of the Lin- 
coln National Life Insurance Company of Ft. 
Wayne, in addition to being an insurance ex- 
ecutive with an enviable national reputation, is 
a floral expert. In the March number of 
Country Life he has written an article en- 
titled “The Single and Japanese Peonies,” that 
is given the most prominent position in that 
issue and is beautifully illustrated in colors by 
J. Marion Shull. The paintings are all done 
from model flowers selected at Iriscrest, Mr. 
Mead’s home, where he has made many experi- 
ments in the growth and development of flora 
and where he has a garden of old-world fra- 
erance and charm. Life insurance is Mr. 
Mead’s profession, but flowers are undoubt- 
edly his hobby, and he is almost as well known 
in the latter as in the former field. 

Eureka-Maryland Has Fine Year 

In its forty-fourth annual statement, cover- 
ing the operations of the year 1925, the Eureka- 
Maryland Assurance Corporation, of Balti- 
more, shows excellent progress. Its admitted 
assets on January 1, 1926, aggregated $3,307,- 
330, an increase of about $472,000. During the 
year its insurance in force grew to the extent 
of about seven and one-quarter million dollars 
and now has reached the total of $46,490,279, 
including both ordinary and industrial busi- 
ness. The policy reserve last year advanced 
$390,000 to the sum of $2,767,148. After pro- 
viding ample reserves for other liabilities, the 
company shows a surplus as to policyholders 
of $474,540, including $250,000 capital. The 
increase in surplus was more than $72,000. 

The premium income of the company last 
year was $1,294,697, an increase of about $220,- 
000 over that of the previous year. Payments 
to policyholders reached the sum of $355,597, 
or over $111,000 more than in the preceding 
year. The Eureka-Maryland issues both in- 
dustrial and ordinary policies upum a non- 
participating plan, with low rates and liberal 
values. Its standard policies embrace pro- 
visions covering total and permanent disabil- 
ity and also double indemnity features, and 
give a month’s grace in payment of premiums 
after the first. The policies guarantee the 
usual forms of loans and surrender values, 
and the company has in effect a conservation 
of lives plan which is an emergency measure, 
applicable to all ordinary policyholders. The 
company enjoys a high reputation and Presi- 
dent J. C. Maginnis and his fellow officers 
merit congratulation upon the gratifying out- 
come of the year’s business. 


Organizes Statistical Department 

RicHMoNnD, Va., March 20—The Atlantic 
Life has organized a statistical department at 
the home office. The department will be under 
the supervision of E. Lynn Gordon, who has 
been attached to the company’s accounting de- 
partment for a number of years. 

The company also announces that Claude 
Farmer, of the accounting department, has 
been made home office cashier. 
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Sprinkler Leakage 
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Tourist Floater 


Total Assets 
$20,348,548.53 

Net Surplus 
$6,137,164.70 





Agency Applications Solicited 


UEEN INSURANCE © 


AMERICA 


INCORPORATED 1891 UNDER THE LAWS OF THE STATE OF NEW YORK 


CAPITAL, $3,000,000 


Head Office: 84 William Street, New York City 


Western Department Southern Department 
F. P. Hamilton, Manager S. Y. Tupper, Manager 
CHICAGO ATLANTA 


Pacific Coast Department 
Rolla V. Watt, Manager 
SAN FRANCISCO 





Automobile 


Explosion 


Riot 


Civil Commotion 


and all 


Subsidiary Fire Lines 


Liabilities 
$14,211,383.83 
Surplus to Policyholders 
$9,137,164.70 


Cuban Department 
The Trust Co. of Cuba, Agts. 
HAVANA 
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DISCUSS WHOLESALE 
INSURANCE 





Agents at Cincinnati Show Great 
Interest 





BANK AGENCIES UP 





Situation in North Carolina Provides Food 
for Much Thought 


By Loucuton T. SMITH 


Cincinnati, Onto, March 19.—The out- 
standing feature of the two-day mid-year con- 
ference of the National Association of Insur- 
ance Agents, held at the Hotel Sinton, March 
17 and 18, was the masterly address of Thomas 
C. Moffatt of Newark, N. J., in making his re- 
port as chairman of the committee on whole- 
sale insurance. 

This committee, said Mr. Moffatt, has had 
twenty conferences during the past six months 
with automobile manufacturers, Chambers of 
Commerce, Insurance Commissioners, company 
managers, automobile associations and others. 

It was pointed out that although the com- 
petition among automobile manufacturers and 
dealers is just as keen as among insurance 
agents and companies that the conditions in 
that business are quite different. ‘There are 
$2,000,000,000 worth of automobiles sold an- 
nually, 90 per cent of which are manufactured 
by ten organizations. There are annually 
automobile insurance premiums amounting to 
$250,000,000 which are competed for by over 
four hundred insurance companies. 

Seventy-five per cent of automobiles pro- 
duced are sold on the part payment plan and 
the bankers necessarily enter into the transac- 
tion as financiers. The variation in the insur- 
ance rate interfered with financing plans and 
the demand therefore grew for a uniform 
rate. 

Mr. Moffatt questioned the advisability of 
such extensive part payment purchasing and 
was in doubt as to whether the bankers and 
finance corporations are not over-extending 
credit for purchasing automobiles. 

At a conference in New York it was demon- 
strated that no reason existed to extend the 
group principle of insurance to automobiles 
where the insurable interest was not common. 

Mr. Moffatt reviewed the situation in the 
Chrysler-Palmetto case and referred to a pro- 
posed compromise plan whereby the Palmetto 
Fire Insurance Company would pay 5 per cent 
to the agents on business written wholesale. 
This plan was disapproved as being unsound 
and impracticable. 

The Insurance Commissioners appointed a 
committee to study the subject of wholesale 
insurance. The Commissioner asked the com- 
mittee of the association for a plan which the 
agents would recommend but Mr. Moffatt 
stated the interests involved in such a plan 
were so diversified that they would not pre- 
sume to offer a plan at that time. It was 
shown by Mr. Moffatt that any plan devised 
must be considered from at least the follow- 
ing four angles: (1) To meet requirements 


of proper underwriting by the companies; (2) 
to be practical for automobile dealers; (3) to 
conform with requirements and advice of the 
Insurance Commissioners, and (4) to be not 
inimical to the interests of the public. 

Mr. Moffatt said that while it was easy to 
criticize proposed plans that it was quite an- 
other matter to submit a plan satisfactory to 
all concerned. He stated that all insurance 
men, companies and agents alike must work to- 
gether to arrive at a means of meeting the de- 
mand of the automobile manufacturers, the 
finance corporations and the public. 

He went on to say that unfortunately the fire 
and casualty companies seemed to be drifting 
apart, and failed to co-operate with each other. 
As an example of this he cited the automo- 
bile manuals, which could be issued containing 
rates for all coverages in one book were it not 
for the fact that the companies differed among 
themselves as to the form in which the books 
should be published. He also referred to the 
fact that the collision rates of the conference 
of five companies vary by twenty-five per cent 
frem the collision rates of the casualty com- 
panies. To further illustrate the tendency of 
the companies he referred to his efforts to get 
the officials of the leading fire and casvalty 
companies to attend a dinner to confer on this 
subject. Out of twenty invitations he first 
received nineteen declinations. After several 
attempts he finally succeeded in arranging a 
conference, 

Mr. Moffatt also referred to the great 
amounts of money spent by the companies to 
study the compensation business and to arrive 
at most advisable methods of handling this 
business, whereas no effort has been made to 
study the situation in the automobile field. 
And this in spite of the fact that the volume 
of automobile premiums is greater than work- 
men’s compensation premiums. 

He also stated that there was a close link 
between compulsory automobile insurance and 
the demand for wholesale insurance, and that 
the entire subject needed the most careful con- 
sideration. 

Mr. Moffatt closed with the statement that a 
paper had been filed with the Commissioners 
disapproving the revised Chrysler-Palmetto 
plan, and that his address summarized the ac- 
tivities of his committee up to that time. He 
urged the importance of the closest co-opera- 
tion of the agents, companies and Commis- 
sioners in a careful study of the wholesale in- 
surance question. 

Captain J. J. Conway, of the Fire Patrol of 
Cincinnati, welcomed the visitors to the city, 
and invited them to visit the headquarters of 
the Fire Patrol to inspect their equipment and 
learn their methods of operation. 

Secretary Walter H. Bennett read letters 
and telegrams expressing regrets from promi- 
nent members unable to be present. Among 
these were communications from Percy F. 
Goodwin of San Diego, Cal.; Fred J. Cox of 
Perth Amboy, N. J.; E. M. Allen of Helena, 
Ark., and M. E. Williams of McAllister, 
Okla. 

Instead of making a general report on the 
activities of the executives of the association, 
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GAINING GOOD WILL 


Farm Insurance Club Doing Good 
Advertising 








STOCK COMPANIES FAVORED 





Service Plan Getting Results in Iowa 
Rural Communities 

Des Mornes, Iowa, March 22.—Obtaining 
results right from the inception of the cam- 
paign is the report from field agents concert- 
ing the operations of the newly formed Legal 
Reserve Farm Insurance Club of Des Moines. 
The object of the organization, as proclaimed 
through a systematic course of advertising, has 
made an appeal to farmers that is destined to 
revolutionize the fire insurance activities in 
rural communities. 

Agents who have visited farmers, note a 
different attitude toward fire insurance because 
of the information contributed through a sys- 
tematized advertising campaign. One of the 
outstanding features is that of rendering ser- 
vice on the part of the representative of fire 
insurance companies. The idea of helpfulness 
in determining values of properties, the amount 
of insurance that such risks should carry, an 
intelligent presentation of the relation of fire 
insurance to property appraisement and the 
mental relief that comes from adequate insur- 
ance in reliabld companies, have stimulated, in- 
terest that greatly facilitates salesmanship 
on the part of the agents. Another feature 
made prominent is the service to be rendered 
in case of loss, a helpful consideration of 
the farmers’ rights if misfortune overtakes 
them, through sympathetic service in making 
adjustment of losses. 

Field agents are taking advantage of the 
new opportunity presented. Local agents are 
stimulated to greater effort because farmers 
are beginning to realize that insurance against 
fire, or hail or storm is a valuable asset when 
a temporary loan at the local bank is desired. 
That insurance has a “soul” becomes manifest 
when the subject is properly presented. 

Another phase of the publicity campaign is 
the interest being ‘aroused in fire prevention 
in rural districts. The elimination of fire haz- 
ards and greater care in the use of combustibles 
is becoming a neighborhood obligation. The 
procurement of fire-fighting equipment is a 
part of a protective policy in many communi- 
ties. In others, provision has been made for 
the use of the town fire-fighting apparatus 
within a restricted area. 








Mr. Jones announced that he would call on the 
chairmen of the various committees for reports. 

Frank L, Gardner, chairman of the executive 
committee, pointed out the necessity of split- 
ting up the work of the association among 
many committees, in order to meet the require- 
ments occasioned by the continually enlarging 
scope of association activities. He urged that 
suggestions and constructive criticism be freely 
offered by the members, thereby greatly facili- 
tating the work of the officers and committees. 

(Continued on page 18) 


Pe 








THE SPECI ator 




















THE PHOENIX INSURANCE CO. 


OF HARTFORD, CONN. 
JANUARY 1, 1926. 





CASH CAPITAL - - $5,000,000.00 
ASSETS 
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Accumulated Interest and Rents and other Claims......... 203,477 .82 

Reinsurance due on Paid Losses. .......... 02 sc cceccccecs 20,983 .37 
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for Contingencies and all other Liabilities.......... 
SF . 14,270,673 .62 


$33,950,173.38 


Surplus to Policy-Holders, $19,270,673.02 


Total Losses Paid since Organization of Company, 
$129,104,557.22 


EDWARD MILLIGAN, President 
THOS. C. TEMPLE, Vice-President GEO. C. LONG, JR., Vice-President 
JOHN B. KNOX, Secretary HENRY P. WHITMAN, Secretary 
FRED C. GUSTETTER, Secretary EDWARD V. CHAPLIN, Secretary 
F. MINOT BLAKE, Ass’t Secretary FRANK C. HATFIELD, Asst. Secy 
LEE R. ROSS, Ass’t Secretary GEORGE W. HOLTON, Ass’t Sec’y 


CLIFFORD CONLY, Manager Pacific Department, San Francisco, Cal 
J. W. TATLEY, Manager Canadian Department, Montreal, Canada. 
WM. H. McGEE & CO., Inc., General Agents Marine Dept., New York, N.Y 
CARRILLO & LA GUARDIA, General Agents, Havana, Cuba. 
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Insurance 
economy 


Insufficient insurance isn’t economy. It 
takes but one loss to prove that. 

The first step toward economy in insur- 
ance is to choose adequate protection, writ- 
ten by a company of known reliability. 

The Philadelphia Fire and Marine Insur- 
ance Company is a financially strong, power- 
ful organization with an enviable record for 
reliable service. 


PHILADELPHIA 
FIRE AND MARINE 
INSURANCE COMPANY 


1600 Arch Street, Philadelphia, Pa. 
209 W. Jackson Blvd., Chicago, III. 

125 Trumbull Street, Hartford, Conn. 
200 Bush Street, San Francisco, Calif. 
Eighth Floor, Hurt Bldg., Atlanta, Ga. 











INSURANCE: 


A Practical Exposition for the 


Student and Business Man 
By T. E. Younc, B.A., F.R.A.S. 


Third Edition—Revised and Enlarged 








Mr. Youne’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance 
specially adapted for the use of the underwriter, student and busi. 
ness man. It has been adopted as a text-book by Yale University, 
In the Tu1rpD Epition the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 


Price, Third Edition, 424 pages - $3.00 


Insurance Office Organization 


Managements and Accounts 
By T. E. Youn, B.A., F.R.A.S., and RICHARD Masters, A.C.A, 


Second Edition—Revised 


This book will be found to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr. 
YOUNG points out the best methods to be followed in the formation 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business. The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

. The general principles of bookkeeping are also treated by Mr. 
Youne, and are elaborated in succeeding chapters by Mr. MAsTERs. 
The general, life, firesmarine and accident departments are taken up 
separately, and the necessary books and accounts illustrated and 
described in detail. 

This work should be invaluable to anyone contemplating the 
establishment of a new insurance company, or who wishes to im- 
prove present bookkeeping methods. It contains 150 pages and is 


bound in cloth, 
Price, post paid,$1.75 


Principles of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practices of 
accident, fire, marine and life insurance. 

Price, post paid, $1.50 

















Accountancy. By Francis W. Pixiey. An entirely new 
work dealing with Accountancy from a theoretical and practical 
point of view The latest exposition of the science. 318 pages. 


Price, post paid, $2.25 





Pitmans Secretary's Handbook. A complete secretary's 
manual prepared by HERBERT E. Brain. It covers secretarial 
work thoroughly for public and private institutions and for indi- 
viduals. (Second Edition, revised, omitting joint stock secretary- 
ships.) 

Price, post paid, $1.50 





Principles of Marine Law. By Lawrence Duckworth. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 

Price, post paid, $2.25 





Office Organization and Management. By Lawrence R. 
DicksEE, M. Com., F.C.A., and H. E. Bain. This volume gives in 
detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods. 
315 pages, cloth. 

Price, post paid, $2.25 





SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


CricaGo OFFICE 
ONBURANCE EXCHANGE 


135 WILLIAM STREET 
NEW YORK 

















March 25 
a 


EXA! 


plan Big 4 
and 


The mon 
derwriters 

at Miller’s 
H. G. Foat 
Company < 
abject “C 
be present. 
read by 

Erskine, 
surance Ch 
agency 1a\ 
A partic 
ranged fo 
manager 0 
“Petroleun 
president 

will give § 
of the or§ 
The ant 
te held in 
appointed 
preparatio 


L&. 7 


Recentl: 
Insurance 
dustrial] 
Ohio, shi 
made last 
The asset 
tent of n 
mum res 
$340,000, 
increase. 
vary I, I 
tal of $7 
after the 
Since the 
capital a 
stockhold 
The Ih 
$1,330,67. 
net surp! 
plus to 
ing $300 
$18,000 ¢ 
from the 
are in st 
gains, 
president 
at the T 


Withdr: 
The C 
pany, Ni 
State ag 
noke, V 
made by 
tions in 
agency 
Tnsurani 
vania ay 








Chursday 


—— 


Ncipleg 
urance, 
d busi. 
ersity, 
ate the 
on the 
shed of 


ion 


ts 
CA. 


roper 
t Mr, 
ation 
most 

The 
com- 


Mr, 
TERS, 
n up 
| and 


+ the 
) im- 
nd is 


hich 
es of 


new 
tical 
izes, 


ry’s 
rial 
ndi- 
ury- 


ose 
|ip- 


;in 


nd 
ds. 








March 25, 1926 


THE SPECTATOR 


Fire Insurance 











EXAMINING UNDERWRITERS’ 
DINNER 
plan Big April Meeting—H. M. Carmichael 
and William Quaid to Speak 


The monthly dinner of the Examining Un- 

jerwriters Association of New York was held 
at Miller’s Restaurant last Thursday evening. 
H.G. Foard, secretary of the Home Insurance 
Company of New York, was to speak on the 
subject “Correspondence,” but was unable to 
be present. His carefully prepared paper was 
vad by Ernest Kronymus. J. Douglas 
Erskine, general agent of the Northern As- 
wwrance Company of London, gave a talk an 
agency law and departmental rulings. 

A particularly strong program has been ar- 
rnged for April, when H. M. Carmichael, 
mnager of the Oil Association, is to speak on 
“Petroleum Properties.” William Quaid, vice- 
oresident of the America Fore companies, 
vill give a “booster” speech on the advantage 
ot the organization. 

The annual meeting of the association will 
teheld in May. A nominating committee was 
appointed to report at the April meeting in 
preparation for the annual election of officers. 


J. S. Frelinghuysen’s Companies Make 
Progress 

Recently issued statements of the Stuyvesant 
Insurance Company of New York, and the In- 
dustrial Fire Insurance Company of Akron, 
Ohio, show that satisfactory progress was 
made last year by these substantial companies. 
The assets of the Stuyvesant grew to the ex- 
tent of nearly $300,000 and its unearned pre- 
nium reserve expanded to the extent of over 
$340,000, while the surplus also showed some 
increase. The Stuyvesant reported, as of Jan- 
wary 1, 1926, $3,544,641 of assets, with a capi- 
tal of $700,000 and a net surplus of $446,133, 
after the declaration of $42,000 in dividends. 
Since the first of the year, $600,000 additional 
capital and surplus have been paid in by the 
stockholders of the Stuyvesant. 

The Industrial Fire now reports assets of 
$1,330,674, a gain of over $210,000, while its 
net surplus increased $30,000, so that its sur- 
plus to policyholders is now $440,427, includ- 
ing $300,000 capital, after the declaration of 
318,000 of dividends last year. It is apparent 
from the foregoing that the companies named 
ae in strong condition and making gratifying 
gains. J. S. Frelinghuysen of New York is 
president of the Stuyvesant and vice-president 
ot the Industrial Fire. 


Withdraws Stockdell 


The Globe and Rutgers Fire Insurance Com- 
pany, New York city, has withdrawn trom the 
State agency of Clarence L. Stockdell, of Roa- 
toke, Va. 
made by the company as to its future opera- 
tions in the State of Virginia. The Stockdell 


from Clarence L. 


As yet no announcement has been 


agency will continue its representation of the 
Tre = : 

‘Nsurance Company of the State of Pennsyl- 
‘ama and the American Equitable. 





The Fire Insurance Policyholders’ Pocket 
Index 


The 1926 edition of that widely known and 
extensively used reference work, The Fire 
Insurance Policyholders’ Poexet Index, is in 
course of preparation and will shortly~be is- 
sued by The Spectator Company. It is a 
booklet of 112 pages and cover, which may be 
conveniently carried in the pocket for quick 
reference and lists over 900 organizations writ- 
ing fire insurance. 

In its main tables, it ‘gives the name, loca- 
tion, principal officers, financial standing, in- 
come and disbursements, underwriting results 
and appropriate ratios for 10 years for each 
company tabulated, together with totals for the 
period. A new feature in the 1926 edition, 
is the inclusion of the column showing the un- 
derwriting income earned, losses incurred and 
expenses incurred, under the general heading 
of “Underwriting Results,” while the columns 
showing capital, assets, reinsurance reserve, 
net suplus, net premiums written, total income, 
losses paid, expenses paid and dividends paid, 
are also retained. 

The customary tables showing classification 
of business, underwriting exhibit items, groups 
of insurance companies, American and foreign 
stock companies not listed in the main tables, 
important mutual companies, Lloyds and recip- 
rocal underwriters, underwriters’ agencies, 
short rate table, State insurance officials, etc., 
are also given, so that a vast amount of use- 
ful information is contained in a handy pocket 
publication. The Fire Insurance Policyholders’ 
Pocket Index sells at 75 cents per copy in 
manila binding or $1.25 in flexible pocket book. 


Nippon Fire Adds to Surplus 


One of the foreign reinsurance companies 
managed in this country by Fester, Fothergill 
& Hartung, of New York, is the Nippon Fire 
Insurance Company, Limited, of Tokyo, Japan. 
This company’s American business last year 
vielded $394,033 of net premiums, its total in- 
come having been $441,655. Its loss payments, 
including adjustment expenses, amounted to 
$193,740, and its payments for expenses were 
$147,308, the sum of $4556 having been re- 
mitted to the company’s home office. As of 
December 31, 1925, the assets of the United 
States branch were $1,086,692, an increase of 
about $123,000, while its surplus to policy- 
holders was $741,523, an increase of $21,577. 
Fester, Fothergill & Hartung have for many 
years been conducting a considerable business 
in reinsurance for a number of foreign com- 
panies specializing in such business in this 
country and have established an excellent repu- 


tation as reinsurance underwriters. 


New York Agents to Meet May 24 


The New York State Association of Local 
Agents, Inc., will hold its annual meeting at 
Hotel Syracuse, Syracuase, Monday, Tuesday 
and Wednesday, May 24, 25 and 26. The an- 


nual banquet will be held Tuesday evening. 
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HUGH L. SOWARDS APPOINTED 
Becomes Assistant Manager of Eastern 
Department of Travelers Fire 
Hugh L. Sowards, agency superintendent of 
the State Assurance Company, New York city, 
has been appointed assistant manager of the 
Eastern department of the Travelers Fire In- 
surance Company of Hartford. Mr. Sowards 
plans to take up his new duties as soon after 
the first of April as is possible, in the Travel- 

ers’ home office. 

Mr. Sowards has been in the fire insurance 
business ever since his graduation from the 
University of Cincinnati and is consequently 
well qualified for his new position. He gradu- 
ated from the University of Cincinnati in 1913, 
receiving the degree of bachelor of laws, and 
immediately started in the fire insurance busi- 
ness as a local agent. The same year he joined 
the Norwich Union Fire Insurance Society as 
special agent for Ohio and Kentucky, which 
position he held until 1917. 

For the two years 1917-1918 Mr. Sowards 
served overseas as a_ lieutenant with the 
A.E.F. When he returned in 1918, it was .to 
become State agent in Ohio and Kentucky for 
the Norwich Union Fire. He held that posi- 
tion until 1922, when he became agency super- 
intendent for the State Assurance Company, 
which he is resigning for his new place. 

He is a member of the Blue Goose, and also 
of several fraternities, Delta Tau Delta, and 
Phi Delta Phi, a legal fraternity. Mr. Sow- 
ards’ successor with the State Assurance Com- 
pany has not yet been decided upon. 

Phoenix of Hartford Makes Fine Progress 

Notable gains were made last year by the 
Phoenix Insurance Company, of Hartford. Its 
assets increased by nearly $2,400,000, its pre- 
mium reserve increased over $860,000, and 
after paying dividends (including stockholders’ 
tax) of $1,246,123, the net surplus shows an in- 
crease of over $1,170,000. The volume of busi- 
ness also shows an excellent gain, the pre- 
miums written having increased over $1,360,- 
ooo. The assets now amount to $33,950,173, 
the reinsurance reserve is $12,008,450 and the 
surplus to policyholders is $19,270,673, includ- 
ing $5,000,000 capital. Since its organization, 
in 1854, the company has paid losses aggregat- 
ing $129,104,557. It is manifest from the 
above that the year 1925 was, an excellent one 
for the old and substantial Phoenix of Hart- 
ford, and President Edward Milligan and his 
associate officers cerit congratulation. 





Nebraska Agents Plan Annual Meeting 

The Nebraske Association of 
Agents will hold its annual 
Kearney, Neb., Wednesday 
April 14 and 15. 
consist of 


Welton, 


Insurarice 
meeting at 
Thursday, 
The first day’s program will 
educational Spencer 
the Fidelity and 


and 


addresses. 
vice-president of 


Deposit Company, will be the leading speaker. 
The second day will be devoted to discussions 
Roscoe C. Alex- 
ander, of the Wheeler-Welton-Alexander Com- 
pany, is president of the Nebraska Associa- 
tion. 


and the election of officers. 
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Discuss Wholesale Insurance 
(Concluded from page 15) 

Walker Taylor, chairman of the legislative 
committee, urged that all work for less gov- 
ernment in business and more business in gov- 
ernment. 

Eugene Beach of the New York State asso- 
ciation outlined the hard fight they had in New 
York State preventing the automobile clubs 
from going into the automobile insurance 
business. 

Frank L. McDowell, president of the Cali- 
fornia association, also referred to the service 
rendered by the automobile clubs insuring 
members in California. This competition was 
met by the conference companies by organizing 
the National Automobile Club, which performed 
free towing service, delivered gas and oil, gave 
free mechanical service for one half hour, 
changed tires, etc., for annual dues of $10.00. 


“ 


WhenYou Need 
ey Help Badly- 


x 


It will be a grand 

and glorious feeling 
torealize that the 
strong hand of 


is able and ready to 
support and assist 
AE its agents with every 
s “Ads resource at its command 


pax 
Fveryone is anxious to help the big 
agency- (and THE WORLD is no 
exception) but we take 
particular pride in helping the 
small agency build up a BIG 
business. 


Get the Best in THEWORLD™ 





The Milwaukee Resolution and its applica- 
tion was brought up by James O. Reilly, presi- 
dent of the North Carolina association, who, 
together with other officers and members, has 
been enjoined by a court order from enforcing 
the principles of the resolution upon the 
Federal Insurance and Real Estate Company 
of Monroe, N. C., on the ground that such en- 
forcement is in violation of the anti-trust law. 
Mr. Reilly outlined the situation to the mem- 
bers, and appealed to the association to back 
him and the North Carolina association in their 
stand, as this offers a good opportunity to 
demonstrate the force of the application of the 
Milwaukee Resolution. He was promised all 
possible support by President Cliff C. Jones, 

Clyde Smith of Lansing, Mich., chairman of 
the membership committee, outlined his plans 
for increasing the membership, and appealed to 
the State officers for co-operation in making a 
large gain. 

Louis Rowle of Cincinnati referred to the 
great buying power represented by the stock 
insurance companies and the hundreds of 
thousands of agents throughout the country, 
and pointed out how this power could, if prop- 
erly handled, be used to prove to large insur- 
ers that it was to their interest to insure 
through the stock companies, rather than 
through mutuals or reciprocals. 

Earl Fisk, chairman of a special committee 
co-operating with Chambers of Commerce, re- 
ported on the activities of his committee. He 
stated that out of 750 Chambers of Commerce 
they now have committees on fire waste in 435. 
He said he would like to see the name of the 
committee changed to “Committee on Public 
Relations,” as the cultivation of the public and 
the creation in the public’s mind of a better 
understanding of insurance was a very desir- 
able thing. He urged every State officer to 
see to it that association members join their 
civic clubs and local organizations. 

On Wednesday morning, Spencer Welton, 
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vice-president of the Fidelity & Deposit Com. 
pany, was called on for a few words. My; 
Welton expressed his entire agreement anj 
also that of his company with the principles oj 
the National Association as relating to bank 
agencies. He referred to Clyde Smith’s cam. 
paign for new members and offered the space 
the Fidelity & Deposit Company is using in the 
insurance journals for one insertion boog. 
ing the membership campaign and urging the 
agents to join the association. 

Eugene Harrington spoke on “Improving the 
Operating Conditions of an Agency.” He sug. 
gested that a committee be appointed to ba 
known as the “Better Business Methods Com. 
mittee.” This committee would study and sug. 
gest improvements of management methods jp 
agencies of members. An accountant could be 
employed to study the best system of account. 
ing for agencies. Advertising should also fk 
studied. The best plans used should fe 
analyzed and presented to other members, 

R. P. Devan, chairman of the grievance com. 
mittee, and William Calhoun, chairman of the 
fire prevention committee, also rendered re. 
ports of their activities. 


AMERICAN EQUITABLE-ANCHOR 
MERGER 
Business of Latter Company to Be Re 
written in New Guardian Fire 


The boards of directors of the Anchor In- 
surance Company of New York and the Amer- 
ican Equitable Assurance Company of New 
York, at a meeting held last week, both unani- 
mously approved a plan to merge the two com- 
panies. The name of the American Equitable 
will be retained, as will its management. 

The business of the Anchor is to be trans- 
ferred to the Guardian Fire Assurance Cor- 
poration of New York as soon as that com- 
pany is licensed, which is expected to be very 
soon. 
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Hartford’s AAtna Companies 


It is probable that the recent developments in the 
jasurance situation have produced some confusion in 
the minds of many people, even in so well-informed 
a community as Hartford, in regard to the identity of 
the 7Etna companies. Perhaps it can do no harm to 
point out, even at the risk of telling many people 
what they already know, that Hartford has two com- 
pletely separate and independent /Etna organizations, 
the /2tna Insurance Company and _its affiliated or- 
ganizatios, commonly known as the /Etna Fire group 
and the tna Life and its subsidiaries which make 
up the /Etna Life companies. The older, of course, 
is the famous old ANtna Fire, which was organized 
June 15, 1819, in the very early davs of the Republic, 
and devotes itself entirely to the fire insurance busi- 
ness. 

The #tna, as it is properly known, although it is 
frequently written with the word “Fire’’ parenthetic-- 
ally added to identify it, was organized in Morgan’s 
Coffee House, conducted by Joseph Morgan, the great- 
grandfather of the_ present J. P. Morgan. There 
always has been a Morgan on its board of directors. 
The present representative of the family was _pre- 
ceded by his father, the celebrated J. Pierpont Mor- 
gan, and he in turn had succeeded his father, Junius 
Spencer Morgan, the founder of the banking house 
and in the honor of whose memory Hartford’s Morgan 
Memorial was given. 





“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital........... $1,000,000 


Surplus to Policy 
Fhobdere........-. 


Assets......... we 


1,752,290 
4,543,938 
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THE JEtNA (FirE) Group 


The “Etna owns the World Fire and Marine _In- 
surance Company, also the Century Indemnity Com- 
pany, which it has not yet organized. This company, 
by its leadership in the fire insurance business, has 
made the name /Etna a classic, not only in Hartford 
but throughout the country. In this city fire compa- 
nies, social clubs, business concerns, have all been 
given the name since it was introduced into our busi- 
ness language by the founders of this fine old com- 
pany, who took a picture of the Italian volcano of the 
same name as a part of their trade mark. 

In 1850 a group of Hartford citizens organized the 
“Etna Life Insurance Company, with Eliphalet Bulke- 
ley, father of the late Morgan G. Bulkeley, as its 
first president. For many years it wrote purely life 
business. Later it organized the A®tna Casualty and 
Surety Company, and still later, in 1913 to be exact, 
the Automobile Insurance Company. Its latest acquisi- 
tion, the Standard Fire Insurance Company, it pur- 
chased two or three years ago. 


THe AStNA LiFE AND AFFILIATED COMPANIES 

The wonderful growth of the A®tna Life Insurance 
Company has added much to the prestige of Hartford 
as an insurance center, and has further emphasized 
and extended the reputation which attaches to the name 
7Mtna in insurance circles, Hartford is naturally and 
justifiably proud that it is the home of these great 
companies. It is not strange, therefore, that there 
should be in the minds of many of our citizens the 
helief that these several companies bearing the same 
name, were essentially one, or at least under the same 
control and management. Such, however, is far from 
the case. There is no semblance of ownership or 
identity between the A®tna (Fire) Insurance Company 
and the 7Ztna Life Insurance Comnany. There is no 
more relation between the AStna (Fire) and the 7Etna 
Tife than there is between the A=tna (F’re) and the 
Travelers. This should be understood by Hartford 
citizens. 

It has been, of course, somewhat disturbing for 
Hartford to discover that all was not quite as well as 
it might be with one of its insurance companies. But 
it has been reassuring to observe that the situation is 
heing handled in a typical Hartford manner, and in 
the way which has made the name Hartford in insur- 
ance synonymous with square dealing and _ stability. 

There is no disposition upon the part of those re- 
sponsible to avoid facing the situation by which thev 
find themselves confronted. Instead, the directors of 
the AStna Life immediately recognized that the funda- 
mental thing to be done was to maintzin to the limit 
the integritv of their group of companies. Hence the 
prompt decision to raise sufficient capital to heal the 
existing situation and promnt announcement of a 
purpose to reorganize the underwriting branch of the 
Automobile Comnany upon a sounder hasis. 

The present situation constitutes a flurry which will 
he annoying as long as it lasts. but which will quicklv 
be over and almost as soon forgotten. Good, sound, 
common sense and an ample amount of courage arc 
what are needed to meet the situation. Anvone who 
knows his Hartford knows that these will not be lack- 
ing.—The Hartford Times. 


Insurance Society’s Nominating 
Committee 

The following were chosen by the executive 
committee of the Insurance Society of New 
York at its meeting last week as a nominating 
committee to recommend a new staff of of- 
ficers to be voted on at the annual meeting: 
John H. Grady, General Accident, chairman; 
William S. Crawford, The Journal of Com- 
merce: Elmer C. Decker, Home; Hugh A. 
Mullins, marine adjuster; John E. Peace, Wil- 
lard S. Brown & Co. Seventy-seven persons 


were electel to membership in the society. 


Organized 1859 


NATIONAL LIBERTY 


INSURANCE COMPANY OF AMERICA 


Head Office: 709 Sixth Avenue, New York 
Losses paid since organization over 62 millions. 
DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL 


Making of the Fire Insurance Rate 


The company executive, the field man, the 
agent, the buyer and seller of fire insurance 
everywhere, the real estate operator, the ad- 
juster, the economist will all find much of in- 
terest and inestimable value in the 336 pages 
of matter included in The Making of the Fire 
Insurance Rate, a new volume just issued by 
The Spectator Company of New York and 
written by Edward R. Hardy, assistant man- 
ager of the N. Y. Fire Insurance Exchange. 

It is claimed for the volume that it is the 
first book devoted to the subject of rating ex- 
cept those written to explain some special sys- 
tem. The historical method has been pursued 
in treating the subject and while the funda- 
mentals are well handled, nothing is neglected 
in the way of bringing the work down to the 
present period with its many ramifications. 

The book is for sale by The Spectator Com- 
pany of 135 William street, New York and 
the price is $6.—The Standard. 





A Record of Honorable 
Conduct of an Honorable 
Business. 




















Fire Automobile it 
Tornado Windstorm 
Rent and Rental Values 





Explosion and Riot 
Use and Occupancy 
Sprinkler Leakage 














LIBERTY AGENT THE MOST WIDELY ADVERTISED INSURANCE 


Tourist Baggage 
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NEAL BASSETT, President 


JOHN KAY, Vice-President 


JANUARY Ist, 1925, STATEMENTS 
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LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 


A. H. HASSINGER, Secretary WELLS T. BASSETT, Secretary 


FIREMEN’S INSURANCE COMPANY OF NEWARK, Organized 1855. 


ASSETS LIABILITIES — NET SURPLUS SURPLUS POLICYHOLDERS 
ec THE GIRARD FIRE AND MARINE IN: E INSURANCE Co., Pe ae ny seaieiananes 
nines MECHANICS: INSURANCE co Or. OF PHILADELPHIA, Pi oe gg cammeuninies 
wanna NATIONAL-BEN FRANKLIN FIRE INSURANCE Co., Ouenminek eae ememaneiinel 
$5,252,813.31 $3,751,385.75 $1,000,000 $501,427.56 $1,501,427.56 


HEAD OFFICES: NEWARK, N. J. 


DEPARTMENT OFFICES 


Western Department, CHICAGO, ILLINOIS, WAITE BLIVEN, Vice-Pres. and Manager. 


General Agents for Southern Territory 
Florida, Loren H. Green, Jacksonville; Maryland, Poor & Alexander, Baltimore; Texas, Cravens, Dargan & Co., Houston 
LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





PHILADELPHIA, PA. 


PITTSBURGH, PA. 
Pacific Department, SAN FRANCISCO, CAL., W. W. and E. G. POTTER, Managers 
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Missouri Insurance Company 
ST. LOUIS, MISSOURI 


CAPITAL FULLY PAID $200,000.00 


Admitted Assets December 31,1925 $718,265.95 











a good company! 
Great Northern Life 


Insurance Company 
110 S. Dearborn St. Chicago 











L. A. HARRIS 
PRESIDENT 


All kinds of 


SOUTHERN LIFE AND HEALTH INS. CO, 
‘“‘Oldest and Best’’ 


Has openings for good debit men and business 
producers. 


P. O. BOX 884 BIRMINGHAM, ALA, 











Insurance on 
Automobiles 





Capital and Surplus - $1,376,995.89 
Reserves - - - - - 4,538,215.10 
Total Assets - - - 5,915,210.99 








Great American 
Insurance Company 


= NewYork = 


INCORPORATED - 1872 
mein — 1, 1926 


$12, .500, 000.00 


SERVE FOR ALL OTHER LIABILITIES 


21.732,7 720.96 


ET SURPLUS 


16, 541, ,280.58 
50.774,00 1.54 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$29,041,280.58 


LOSSES PAID POLICY HOLDERS 


$175,146,238.21 


HOME OFFICE, ONE LIBERTY ST. 


NEW YORK CITY 


WESTERN DEPARTMENT PACIFIC DEPARTMENT 


310 S. Michigan Ave., Chicago, Ill. 233 Sansome Street, San Francisco 
G. R. STREET, Vice-President CLIFFORD CONLY, Manager 
BOSTON OFFICE 
ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 
MARINE DEPARTMENT 
NEW YORK—Ww. H. McGee & Co.,General Agents, 11 So.William Street 


SAN FRANUCISCO—George L. West, Manager, 233 Sansome Street 
CHIGAGO— Wun. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 
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NEW YORK SURVEYS 

A Goodly Gift—The receipt during the 
past week of a gift of $250 by the Insurance 
Society of New York was most welcome evi- 
dence not merely of the fact that this society 
is beginning to find its proper place in the 
thought and esteem of the membership, but it 
goes beyond that and is a proof of the growing 
recognition of the value of organizations of 
this kind. When one reflects on the slight cost 
of maintaining this kind of organization, as 
compared with the large field of usefulness 
which they cover, the necessary amount to 
maintain them in their proper form never ought 
to be a matter of concern to those who give 
their time and strength to such organizations. 
It is hoped that this gift is only the beginning 
of at least ten more just like it. If that is 
done the society will cover its new adventure 
without drawing upon its funds. 

The Insurance Institute of America, Inc. 
—Registration for the Institute’s examinations 
closed on Monday, the 22d. The returns have 
not been tabulated, but exceedingly favorable 
reports have come, especially from Boston and 
from the newly-organized society in Newark. 
The latter has sent in registrations for thirty- 
three students proposing to sit for the exam- 
inations. This is not only excellent for them. 
but should be a stimulus to some other bodies. 

Getting Ready to Move.—The New York 
Fire Insurance Exchange on Monday, March 
22, began its first motions towards moving to 
its new quarters. The new home at 85 John 
street will be the third one which the Exchange 
has occupied. It was organized and remained 
in the Mutual Life Insurance Company build- 
ing from March 8, 1909, to May 1, ro10. It 
has remained at its present quarters for sixteen 
years. It is hoped that with the improved lay- 
cut and space of the new quarters the Ex- 
change will be able to do even better work 
than it has in the past. 


FROM SAN FRANCISCO 
Palmetto Appointment.—The James F. 
Cobb Company of San Francisco, general agent 
for the Peoples National and other companies 
on the Coast, has been named as general agent 
for the Palmetto Insurance Company of Sum- 


———— — 


ter, S. C., for the State of California. 


General Agency Company Retires.—The 
Provident Fire and Marine Underwriters 
Agency of the State Assurance at San Fran- 
cisco, has been transferred from the General 
Agency Company to the H. M. Newhall & 
Co., general agency of the parent company. 
The transfer means the retirement from busi- 
ness of the General Agency Company, organ- 
ized by V. De Camp about six months ago to 
transact automobile business principally. 


Niagara Charges Dismissed.—The Pacific 
Coast Automobile Underwriters Conference has 
dismissed the charges against the Niagara Fire 
Insurance Company, which caused the com- 
pany’s suspension from the Conference last 
September. This action was taken on the rec- 
ommendation of the executive committee of the 
National Conference, which upheld the appeal 
of the Niagara from the decision of the Pa- 
cific Coast Conference. 


Atlas Applies for Reinstatement—The 
Atlas Assurance Corporation has applied for 
reinstatement in the Board of Fire Under- 
writers of the Pacific Coast after operating 
“non-board” for several months as the result 
of a controversy over the appointment of a 
general agent by t's running mate, the Albany, 
in alleged violation of the Board rules. With 
this application is included the application of 
the Albany. Under the rules recently adopted 
the problem which caused considerable feeling 
in Pacific Coast fire insurance circles is said 
to be adjudicated satisfactorily. The Albany 
and the Atlas are in the same office under Man- 
ager F. J. Devlin. The Albany applied for 
membership in the Board in accordance with 
the rules, but the appointment of a general 
agent in Board territory just prior to applica- 
tion was said to have been disapproved. Owing 
to this condition the Atlas was compelled to 
resign from the Board or take up the Albany 
general agency, the rule of the Board pro- 
hibiting the same office to represent both a 
3oard and a non-board company. 

Logging Pool Organized.—The logging 
pool, which has been under consideration on 
the Pacific Coast for several months, is about 
completed, and it is expected that a secretary 
and manager will be named this week. Ap- 


proximately twenty-five companies are expected 
to comprise the membership at the outset. 
Arthur M. Brown of Edward Brown & Sons, 
and J. M. Mendell of the London Assurance, 
were the leaders of the committee having the 
matter in charge. 

Fire Prevention Film.—More than 12,000 
suggestions for a name for the monster fire 
prevention film which is being made by the 
Goldwyn-Metro-Mayer Studios at Culver City, 
Cal., in co-operation with the International 
Association of Fire Engineers, have been re- 
ceived and are now being considered by the 
committee of awards, Jay W. Stevens, chief 
of the Fire Prevention Bureau of the National 
Board, and Louis B. Mayer, head of the pro- 
ducing organization. The names were re- 
ceived from every State in the Union. Bill 
Nye of New York, well-known motion picture 
directer, specializing in super-features, has been 
brought to California to supervise the filming 
of the story. 


BOSTON AND VICINITY 

Homestead Fire Entered.—The Home- 
stead Fire of Baltimore, which is controlled by 
the Home of New York, has heen admitted ‘to 
Massachusetts to write fire insurance. F. A. 
Wetherbee of 40 Broad street has been _ 
pointed agent of record. 

Elected to New England Wcities 
Harold J. Hamilton of the Liverpool and Lon- 
don and Globe, Clifford R. Newman of the 
London and Lancashire and Orient, Frank L. 
Owen of the Tokio Fire and Marine and Stand- 
ard of New York, have been elected active 
members of the New England Insurance Ex- 
change. 

L. B. Howard Honored.—i.. B. Howard, 
formerly special agent for the Fidelity-Phoenix 
in Maine, has been elected honorary member of 
the New England Insurance Exchange. 

Fire Prevention in Brockton.—A fire pre- 
vention meeting at which great interest was 
shown was held last week in Brockton at the 
Kiwanis Club. A short while ago a fire pre- 
vention committee was organized by the field 
engineers of the National Fire Protection As- 
sociation in Brockton, and a building code has 
been developed and adopted in the city. Flam- 
mable roof coverings are barred from within 
the city limits, and general building construc- 
tion will be considerably improved by the new 
code. 


' 


The Transcontinental Fire of New York has been 
admitted to the Board of Fire Underwriters of the 
Pacific. 








INTER-OCE IAN RE INSURANCE COMPANY 





CEDAR RAPIDS, IOWA 
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THE END © FIRST QUARTER 


MARCH 31, 1926 


New Buildings 


Bidsfor| New Roads |Nowbsig Let orSpring 


Alterations-Repairs 


Write Performance Bonds! 


WITH 
OWNERS’ CONTINGENT 
_— LIABILITY 
CONTRACTORS’ 





ROYAL INDEMNITY COMPANY 
SURETY SPECIALISTS 
84 WILLIAM STREET 
NEW YORK CITY 





Real General Agency Contracts Direct 


with the 
Philadelphia Life Insurance Company 


The COMPANY 

Pays dividends at end of first year on 
participating policies. 

Issues non-participating policies. 
Issues insurance on children one day old 
and up. 

Issues insurance on women at same rates 
as men. 

Pays 42% interest on policy proceeds 
left with the Company. 

Gives a General Agency Contract with 
excellent first year and renewal conm- 
missions. 

Sees that the Sub-agent is fully 
protected. 

Co-operates completely with the field 
force. 

We have General Agency openings through- 
out states in which we are licensed. 
Write us at Home Office and our Super- 
visor for your State will get in touch 
with you. 


Agency Department, 
PHILADELPHIA LIFE INSURANCE CoO., 
111 N. Broad St., Philadelphia, Pa. 














“OUT OF THE ORDINARY” 


Writing Surety Bonds for Your 
Clients, Poor or Rich, is Our Busi- 
ness. In Considering Moral Haz- 
ard, Together With the Merits of 
Any Case—and in Accepting 
Other Than Quickly-Convertible 
Collateral—This Company Offers 
a New and Exceedingly Liberal 
Underwriting Policy 


THE EQUITABLE SURETY 
COMPANY 


HAROLD R. CRONIN, President 
HAROLD SPIELBERG, Vice-Pres. and Gen. Mgr. 


130 William St. New York City 



































FIVE YEARS YOUNG 


Kansas’ Strongest 
Life Insurance Company 


Canitel........ $275,000 


Sesplus........ $460,000 


SALESMEN WANTED 
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To sell something new in 















































| life insurance in Minne- 
i; sota, lowa, Nebraska, Mis- 





“=e  souri, Kansas, Arkansas, 
Oklahoma and Texas. 


Our New Hone Office 
“Built Without Using a 
Dollar of Policyholders’ 
Money.” 


National Reserve Life Ins. Co. 


GEO. GODFREY MOORE, President 
Topeka, Kansas 
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SAFETY CONGRESS 





National Street and Highway Confer- 
ence Meets in Washington 





HERBERT C. HOOVER PRESIDES 





Recommends Adoption of Model Traffic 
Laws as Uniform Standards 


WasuincTon, D. C., March 24—A number 
of insurance men were present at the opening 
of the National Conference on Street and 
Highway Safety. Preliminary indications 
were that the Conference would not become in- 
volved in discussion of insurance as applied to 
automobiles and operators, Dut would confine 
itself chiefly to the discussion of the uniform 
automobile laws recommended by the commit- 
tee which has been studying that question dur- 
ing the past fifteen months. 

Already the results of the life-saving work 
of the Conference are apparent, it was de- 
clared by Secretary of Commerce Hoover in 
opening yesterday. Although highway acci- 
dents last year killed 23,900 and injured 600,- 
000 the toll of lives would have been 6000 
greater during 1924 and 1925 had accidents 
continued at the same rate as from 1919 to 
1923, he said. 

It was pointed out with satisfaction that the 
Conference has received the endorsement of 
forty-six of the forty-eight governors, who 
appointed official delegates to the meeting. 
The need for more adequate and accurate sta- 
tistics of accidents, the improvement of metro- 
politan traffic facilities and adequate enforce- 
ment of laws, it was emphasized, is urgent, 
and will be brought before the Conference dur- 
ing the session. 

A poll of the State delegations showed al- 
most unanimous support of the proposed model 
laws, although numerous recommendations will 
be made for changes in various particulars. 

A recommendation that all persons or com- 
panies carrying passengers for hire be com- 
pelled to show that there is sufficient financial 
responsibility to meet all accidents will be 
made to the Conference by John Hertz, of the 
Yellow Truck and Coach Manufacturing Com- 
pany, Chicago. Insurance of drivers, however, 
he told the Conference, depends largely upon 
the insured for its effect. If applied to the 
tight kind of a man it is safe, but it is not so 
when given to a man who thinks “everything 
goes” because he is financially protected. 
Adoption of model traffic laws for all States 
will be recommended at the sessions. 


JOHN G. MAYS RESIGNS 
Leaves Royal Indemnity to Enter Broker- 
age Field 
John G. Mays, secretary of the Royal In- 
demnity Company, New York, has resigned as 
of April 13 and will then open an insurance 
brokerage office in that city at 51 Maiden lane. 

Mr. Mays was with the Royal Indemnity 
from I9II to 1920 except for two years of 
service with the American army in the World 
War. Upon the organization of the Norwich 
Union Indemnity he went with that organiza- 
tion as secretary, later becoming secretary also 
of the Phoenix Indemnity. He returned to 
the Royal Indemnity as secretary in 1922. 

Mr. Mays has a background of. insurance 
experience which covers nineteen years as local 
agent, underwriter, field producer and home- 
office executive. 


Carry State Fund to Next Legislative 
Session 

Boston, Mass., March 22.—The joint judic- 
iary committee of the Massachusetts Legisla- 
ture has referred the State fund bill to the 
next annual session. It has also approved a 
resolve providing for the appointment of a 
special commission to investigate the opera- 
tion of the workmen’s compensation law and 
to recommend such changes as may be neces- 
sary and desirable. 


Revise Compensation Rates in New Jersey 

The ‘Compensation Rating and Inspection 
Bureau of New Jersey has announced that its 
program for a review of compensation expe- 
rience has practically been vompleted and re- 
vised manual rates, effective on new and re- 
newal business, will probably be issued about 
April 15. The new schedule will go into effect 
on June I. 


Republic Mutual Casualty Gets Charter 

Des Mornes, Ia., March 23.-—A corporation 
charter recently was granted by the Secretary 
of State to the Republic Mutual Casualty Com- 
pany of Des Moines. 

The company intends to deal in accident and 
other casualty insurance. Officers are George 
T. McCarthy, president; W. A. Hoyt, Harry 
F. Carlon and C. M. Pennell, vice-presidents, 
and C. C. Smith secretary-treasurer. 
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Will Be Running Mate for Fire Associa- 
tion, Victory and Reliance—J. W. 
Cochran Is President 
The tendency of fire insurance companies to 
have casualty running mates has been further 
evidenced by the announcement that the Con- 
stitution Indemnity Company is organizing in ' 
Philadelphia and is now seeking a charter. : 
The new venture is being launched by inter- 
ests connected with the Fire Association, the | 
Victory and the Reliance insurance companies. 
J. W. Cochran has been made president of 
the Constitution Indemnity, and the other of- . 
ficers are C. (C. Wright, vice-president and 
general manager, and Edwin S. Gault, secre- 
tary and treasurer. President Cochran is head 
of the fire companies and is known as a capa- 
ble and experienced insurance executive who 
has made a pronounced success in his work. 
Vice-President Wright, formerly an officer of 
the Firemans Fund in charge of the automo- 
bile department, and subsequently manager of 
the Pacific Coast Auto Underwriters Confer- 
ence, is noted as an automobile insurance ex- 
pert. The automobile departments of the Fire 
Association, the Victory and the Reliance are 

now under his charge. 

The Constitution Indemnity will have a cap- 
ital of $1,000,000 and a surplus of $2,000,000 
to be obtained by the sale of 100,000 shares of 
stock, par $10, at $30 per share. It is under- 
stood that the stockholders and agents of the 
three fire organizations will be given an op- 
portunity to subscribe for the new casualty 
company’s stock. The Constitution Indemnity 
is expected to begin operations about July 1. 


Illinois Indemnity Gets California License 
San Francisco, Cauir., March 23.—The IIli- 
nois Indemnity Company of Chicago has been 
licensed to transact business in California. 
John C. Moore of San Francisco is the general 
agent. The Illinois Indemnity is a company 
that was projected in 1925 and has since been 
fully organized and is ready for business. 
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State or Federal Control of Insurance? 


By TERENCE F. CUNNEEN 


Third Deputy Superintendent, New York Insurance Department 


Some of the advocates of Federal control 
of insurance companies ask why, if the bank- 
ing business is supervised by the Federal 
authorities, should not the insurance business 
be controlled in the same manner. The an- 
swer is simple. The banking business is not 
supervised by the Federal Government, except 
when the bank attempts to issue bank notes, 
which is a function of the central government. 
In other words, a bank may transact business 
in every State in the Union, and the Federal 
Government does not attempt to exercise 
supervision over it. But let a bank issue bank 
notes and it becomes subject to examination by 
the Federal Government. Again the question 
is asked, if the Government supervises rail- 
roads, why should it not supervise insurance 
companies? The Government supervises rail- 
roads because of the permission which is 
specifically granted to it by the Constitution 
of the United States to regulate commerce be- 
tween the various States. 

In order to bring insurance companies into 
the same class with railroads, we must show 
that they are also transacting the business of 
interstate commerce. On this question, fortu- 
nately, we are able to turn to the proceedings 
of the United States Supreme Court and find 
that it has placed itself upon record in this 
matter. In order that the advocates of Fed- 
eral control may prevail two cases must be 
reversed in toto. In 1868 the Supreme Court 
of the United States handed down a decision 
in the now celebrated case of Paul against 
Virginia. One Samuel Paul, a resident of 
the State of Virginia, had been appointed the 
agent ‘or several insurance companies organ- 
ized in the State of New York. He applied 
in Virginia for a license to act as agent for 
these companies and offered to comply with 
all the requirements of the State applicable to 
foreign insurance companies except make a de- 
posit of bonds with the treasurer of the State. 
He was refused a license because he failed to 
comply with this provision. Although he was 
refused a license he continued to act as agent 
and was indicted and convicted in the Circuit 
Court of the city of Petersburg and fined $50. 


Court OPINION 

An appeal was taken to the Supreme Court 
of the State where the judgment was affirmed 
and a further appeal was taken to the Supreme 
Court of the United States on the ground that 
the judgment affirmed below was contrary to 
two provisions of the Constitution of the 
United States; first, that the citizens of each 
State shall be entitled to all the privileges and 
immunities of citizens in the several States; 
and second, that clause giving Congress the 
power “to regulate commerce for foreign na- 
tions and among the several States.” The 
court, in a lengthy opinion, said, “The defect 
of the argument lies in the character of their 


business. Issuing a policy of insurance is not 
a transaction of commerce. The policies are 
simply contracts of indemnity against loss by 
fire entered into between the corporations and 
the assured for a consideration paid by the 
latter. These contracts are not articles of 
commerce in any proper meaning of the word. 
They are not subjects of trade and barter, 
offered in the market as something of an exist- 
ence and value independent of the parties to 
them. Such contracts are not interstate trans- 
actions though the parties may be domiciled 
in different States.” The second case deals 
with a policy of marine insurance. In 1888 





This article is extracted from, a lec- 
ture recently delivered by Mr. Cunneen 
before the Insurance Society of New 
York. The title of the lecture was 
“State Supervision of Casualty Insur- 
ance” and it contained so much informa- 
ton of general interest that THE SPEcTA- 
TOR here offers the first of a series of 
abseracts from Mr. Cunneen’s remarks. 
Other portions of the lecture will appear 
in subsequent issues——Epitor’s Norte. 











one Hooper was arrested in the city of San 
Francisco and charged with having committed 
a misdemeanor in procuring insurance on be- 
half of a foreign company which had not been 
admitted in the State of California. He was 
found guilty and fined $5, and in default there- 
of to be imprisoned for one day. The case 
finally reached the Supreme Court of the 
United States, which handed down a decision 
in 1895. 

The opinion of the court, 
things, said, “The business of insurance is not 
The contract of insurance is not 
The making 


among other 


commerce. 
an instrumentality of commerce. 
of such a contract is a mere incident in com- 
mercial intercourse, and in this respect there is 
no difference between insurance against fire 
and insurance against the ‘perils of the sea’ 
The State of California has the power to ex- 
clude foreign insurance companies altogether 
from her territory whether they were formed 
for the purpose of doing a fire or a marine 
business. She has the she allows 
any such companies to enter her confines, to 
determine the the entry 
would be made, and as a necessary consequence 
of her possession of these powers, she has the 


power, ii 


condition on which 


right to enforce any conditions imposed by her 
laws as a preliminary to the transaction of 
business within her confines by a foreign cor- 
I have given these two decisions 
although they were handed down years ago. 
They have not been overruled and they still 
express the law. 
I believe that State supervision as differen- 
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poration.” 


tiated from Federal supervision has come to 
stay, and more good can be accomplished by 
developing State supervision than by opposing 
it 


First Casuatty Risk 

On December 31, 1924, there were seventy 
stock companies authorized to carry on a cas. 
ualty and surety insurance business in_ this 
State. Their premium writings aggregated 
$495,203,439, and combined assets $701,886,610, 

The Travelers Insurance Company of Hart. 
ford was chartered in 1863 and that may prop- 
erly be said to be the beginning of casualty in- 
surance as it is known to-day. The first re- 
corded contract of casualty insurance which 
was made in this country was for a premium 
of two cents. In 1864 James J. Batterson orally 
agreed to insure one James Bolter for the sum 
of $5000 against death caused by accident oc- 
curing while Bolter was walking from the 
postoffice at Hartford to his home in the same 
city, the premium being two cents. At the 
time the Travelers Insurance Company was 
chartered but it had not begun business. I 
am told that the original premium, two one- 
cent pieces, is still in the possession of the 
Travelers Insurance Company. It may seem 
that the premium of two cents paid by Mr. 
Bolter to Mr. Batterson, in consideration of 
which the latter agreed to pay Mr. Bolter’s 
estate $5000 if he was accidentally killed while 
walking to his home, was very small. As a 
matter of fact, it was very high. It took Mr. 
Bolter about six minutes to walk to his home. 
Two cents for six minutes is at the rate of 
twenty cents an hour; $4.80 a day; $1752 for 
one year. To-day any company in the country 
would be willing to accept a similar risk for 
a year for about $10. 


ASSETS OF LARGE COMPANIES 

An examination of the last annual state- 
ments rendered by three of the largest life in- 
surance companies in this country shows that 
the total of their assets is about four and 
one-half billion dollars. When we stop to 
consider that the handling of these enormous 
funds is in the hands of comparatively few 
persons, that these enormous accumula- 
tions are in the nature of a trust fund which 
is the property of the policyholders of the 
companies, we hegin to realize one of the mo- 
tives which lies at the base of State super- 
vision. I have referred here to the assets of 
three life insurance companies, and when we 
stop to consider the number of fire, life, cas- 
ualty and mutual companies, as well as frater- 
nal orders, we begin to further realize the rea- 
son for State supervision. 

Corporations exist to-day because they are 
part of the growth of commerce, and _ they 
must be regarded as a necessary development 
of modern industrial conditions. Going back 


and 
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over the history of banking, we find that the 
frst banking operations were carried on by the 
individual. 

However, Jater banking functions became 
more complex, and the banking corporation 
came into existence. State banks and national 
hanks took the place formerly occupied by the 
dividual banker and the State found it neces- 
cary for the protection of its citizens to con- 
duct some form of investigation whereby it 
vould be enabled to learn the standing of the 
various banking corporations and their meth- 
ods of doing business. The history of insur- 
qnce is somewhat similar, although the busi- 
ness of insurance was far too important and 
too technical to be administered by an individ- 
ual. As a matter of fact, one of the purest 
forms of mutual insurance was the fixed pe- 
rodical payments which were made by the 
members of the Anglo-Saxon Guilds toward 
a common fund from which losses were paid, 
arising from fire, robbery and other calamaties. 
In 1660 a plan for establishing a fire insur- 
ance company was set on foot by several per- 
sons of quality and eminent citizens of Lon- 
don. The enterprise had the approval of the 
King and was referred by him to the Com- 
mon Council, where, it however, met with ob- 
jections on the ground that they thought it un- 
reasonable for private business to manage such 
an undertaking, or that anyone but the city 
should reap the profits of the enterprise. 


WRITES ON INSURANCE SALES- 
MANSHIP 


Prof. S. B. Ackerman Discusses Need for 
Experts in Business 
The Broadcaster, the National Surety Com- 
pany agency magazine, will publish in this 
month’s issue an article from the pen of Pro- 
fessor S. B. Ackerman, of New York Uni- 
versity, entitled “Are You Known As a Coun- 
sllor or Merely As One Who Sells Insur- 
a Oe : . : 
ance?” The article will point out that insur- 
ance salesmanship has become a lucrative pro- 
lession instead of a mere occupation, and that 
the man who succeeds at it must know his 
business thoroughly. As an example of what 
te has in mind, Professor Ackerman will say: 
Aman has been sold an automobile policy 
with limits of 5/10 and then a judgment is ob- 
tained against him for $7500. That man will 
not be a friend of the insurance business. His 
needs were not met by the agent. Again, the 
question arises whether the policy should ever 
have been delivered to the insured. One may 
‘ay that these situations would not have arisen 
the insureds had read their policies. There 
ts answer to this argument. The insured 
Mleves that he is hiring and paying an ex- 
pert and that the agent understands all the 
probable consequences of the policy. In fact, 
As almost impossible for one who reads a 
Why, unless he is an expert, to be able to 
orecast all the probable results. These situ- 


tions ¢: . : : 
“ions cause il] will. They must be avoided 
and prevented, 


Tolessor Ackerman is the author of many 
{ : » . 
Msurance textbooks, his most recent book be- 
1 “ . a ~ _ 
ing “Practice of Workmens Compensation In- 


3 ” . = ‘. 
urance,” which is published by The Spectator 
Company, 
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‘*THE LIFE INSURANCE BUSINESS” 


Under the above title, Minor Morton, vice president and agency manager of a well-known life insurance 
company, has written a booklet of which the purpose is to demonstrate the desirability of capable men 
adopting Life Insurance as an Avocation. 

STRONG ARGUMENTS ARE CONVINCINGLY PRESENTED 


Every life insurance company and general agency needs this booklet. PRICES: Single copy, 15cents; 
100 copies, $6.09; 500 copies, $20.00; 1000 copies, $35.00; 5000 copies, $150.00; 10,000 copies, $250.00, 


THE SPECTATOR COMPANY 
Chicago Office 135 William Street 
Insurance Exchange New York 


AUTOMOBILE INSURANCE 


By AMBROSE RYDER 
A COMPLETE, STANDARD TREATISE 


Ideal for Agents, Brokers, Adjusters and Underwriters. 
A Handy Reference Book for all Fields of Automobile 
Insurance. 


Covering this unique and ideally arranged book The Eastern 
Underwriter says it is ‘‘Written in his best and cleverest vein 
by one of the country’s leading experts on the subject.” 

This excellent reference and text-book has been written in 
non-technical language, to fill a long-felt need for some standard 
work on automobile insurance—a book that will be of use to 
the man in the field as well as the man in the office. This book 
will save endless correspondence between the agent and the 
home office on matters pertaining to special coverages, policy 
features, how to insure unusual risks, fleet rating, etc. 


DO YOU KNOW THAT 


THERE ARE MORE THAN 20 DIFFERENT KINDS OF 
AUTOMOBILE INSURANCE PROTECTION? 


These and many other matters are carefully explained in 


AUTOMOBILE INSURANCE 


A separate chapter is devoted to SALES METHODS in use 
by successful agents and brokers in various parts of the country. 

A prominent claims man has said: ‘‘I have read Automobile 
Insurance and it has given me a better understanding of some 
automobile insurance problems than I was able to gather 
during many years of practical claims experience.” 

It is an ideal book for young people in insurance offices, who 
are anxious to broaden their knowledge of automobile insurance 


LEND THEM A HELPING HAND! 
Price per copy, $3.75 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 














YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 
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THE SERVICE LIFE 
INSURANCE COMPANY 


Lincoln Nebraska 


a ee 
WANTED 


Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Experiments, chance for promotion. 

REDERAL CASUALTY COMPANY = = - DETROIT, MICHIGAN 
: POLICY WITH FUNERAL BENEFIT 

§0ld by—DETROIT CASUALTY COMPANY - = DETROIT, MICH. 
(Same Management as Federal Casualty Company.} 




















AGENTS wuo can SELL As weELt as WRITE 


Can always be given an interesting proposition, much territory 
still awaiting capable representatives. Your inquiries will 
have consideration. 


UNION MUTUAL LIFE INSURANCE COMPANY 
PORTLAND, MAINE 
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THE 
TWO-REPUBLICS 


Life Insurance Company 
EL PASO, TEXAS 


Offers exceptionally favorable 
contracts to men who will work. 


Openings in Texas, New Mexico and Arizona. 
ALLEN H. RODES, President 
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BAIL BONDS 





Superintendent Beha Approves The 
Spectator’s Suggestions for Reform 





GIVES VIEWS ON SITUATION 





New York Department Head Says Corpo- 
rate Sureties Perform Real Public 
Service 
The Casualty and Surety Monthlv Bulletin, 
which is a part of The Insurance Year Book 
Service of The Spectator Company and is is- 
sued by The Spectator’s Research Bureau of 
Insurance, has offered to the insurance com- 
panies and the public the following three rec- 
ommendations designed to solve present diff- 
culties experienced in the writing of bail bonds 

for those accused of crime: 

1. Establishment of a Central Bureau of 
Criminal Record. 

2. Granting of bail placed at the discretion 
of the judges for certain major classes of 
crime. 

3. Abolition of discretionary surety com- 
pany agents in the courtrooms and the sub- 
stitution of home-office underwriting on bail 
risks. 

The creation of a Central Bureau of Crim- 
inal Record would make the previous record of 
anyone charged with a criminal offense in- 
stantly available to the court regardless of 
where the previous arrest had been effected 
within the United States. This would do away 
with the situation that now frequently exists 
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where a judge considers a man as a first of- 
fender who may, in reality, have had several 
previous convictions in States other than that 
in which the instant case is brought. 

Giving judges the power to grant or deny 
bail in certain cases might work an occasional 
hardship, but the judge with the case before 
him is presumed to have knowledge of the 
facts and may be expected to act with honesty 
and discretion in the majority of such in- 
stances. 

Abolition of discretionary surety agents in 
the court rooms would place the corporate 
surety in the position of being presumed to 
be familiar with the individual bonded and 
would remove some of the abuses that now 
exist in admitting questionable parties to bail. 

THE SpECTATOR’S recommendations were 
laid before James A. Beha, Superintendent of 
Insurance for New York, this week and an 
interview with Mr. Beha was obtained, by this 
journal’s representative. 

The New York superintendent agreed with 
the spirit of the recommendations and classed 
them as “helpful and constructive.” Giving 
his views, Mr. Beha said: 

Anything that will restrict the giving of 
bail in certain cases, with certain classes of 
offenders, is desirable. Abuses do exist and 
the criminal often has the advantage over 
the honest citizen. However, I would not wish 
to see bail bonds so restricted that deserving 
and innocent parties could not secure their 
freedom on bail. It may even be better to 
have a single guilty party escape his imme- 
diate and just punishment than to have several 
innocent individuals unjustly jailed. 

I believe in personal liberty and am opposed 
to the indiscriminate curbing of citizens’ rights. 
The corporate surety companies are doing a 
real public service and should not be sum- 
marily deprived of their right to transact busi- 
ness provided their operations are properly 
carried out and are for the best interests of 
the great public of New York. 

The recommendations made by THE SpPEcrA- 
tor for the removal of certain undesirable fea- 
tures of present bail bond writing appear to 
be sound. The criminal record of an accused 
should be made available if it exists and should 
he used as a guide by judge and surety in the 
fixing and granting of bail. If judges were 
permitted to exercise their discretion, based on 
knowledge at hand, in the granting of bail, 
there would not be so many criminals obtain- 
ing their freedom pending trial. The abolition 
of discretionary court agents of surety com- 
panies appears to be desirable, but this is a 
matter for solution by the companies them- 
selves. The danger to insurance, if the com- 
panies do not act to eliminate difficulties in 
their business, is that aroused public opinion 
may force legislation not desired by the com- 
panies and not approved by field producers. 


Incorporators of Merchants Plate Glass 


The Merchants Plate Glass Insurance Com- 
pany, New York, notice of whose intention to 
incorporate appeared in Tue Spectator for 
[March 11, has listed the following incorpo- 
rators: Charles A. Anthony, Morris Marks, 
Irwin Isaacs, Benjamin H. Becker, Louis 
Marks, Jacob Kahn, Sigmund Solomon, Wil- 
liam Greenberg, fsidor Resnikoff, Ellsworth 
Kraham, Isaac Goldberg, Gus J. Paul, Max 
Bollt, M. H. Rothstein and Barnet Greenberg. 
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C. J. Collins, for the past tive years con- 
nected with the Newark branch of the Na- 
tional Surety, has joined the bonding depart- 
ment of the Standard Accident in that city. 

Daniel F. Gordon, second deputy insur- 
ance superintendent of New York, is ill with 
pleuro-pneumonia. His condition is said not 
to be alarming, but it is still serfous. His 
friends are hoping for his rapid and success- 
ful recovery. 


Edward Rodgers, formerly with the under- 
writing department of the New York Casualty 
Company, has joined the New York Indemnity 
Company as assistant manager of the liability 
department. Mr. Rodgers is a thoroughly 
experienced insurance man who has rapidly 
come to the fore in the business. 


Albert R. Bernard, who had been con- 
nected with the Metropolitan Casualty, has 
gone to the New York Casualty to fill the place 
vacated when Edward Rodgers left that organ- 
ization to join the New York Indemnity. 


Favorable Report on Amendment to Com- 
pulsory Auto Insurance 

Boston, Mass., March 20.—A favorable re- 
port has been made by the joint judiciary com- 
mittee of the Massachusetts Legislature on the 
bill of Willard C. Hill amending the compul- 
sory automobile insurance law so that policies 
will not have to be written to run concurrently . 
with the registration of cars. 


SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 








Statement as of 
December 31, 1924 


(Condensed from Statement of 
U.S. Treas. Dept.) 
Admitted Assets...... $7,046,054 
Capital....... acidreial 1,225,000 
RS bc corcowenas 745,272 


Twelve Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents. 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 
Credit Insurance 


Let the Southern Serve You 
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Prominent Agents and Brokers 








LEON IRWIN & CO. Inc. New Orleans, La | 


Representing 
Fidelity Phenix Fire United States Fire National Fire of 
of New York of New York Hartford 
Automobile of National Liberty of New Amsterdam 
New York Casualty Co. 


Standard of New State of Penn. Indemnity Company 
esant of New of America 


York 7" 
National Union of ork 
Pittsburgh BROKERS’ LINES SOLICITED 

















Actuarial 








Established 1865 by David Parks Fackler 
EDWARDB. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 
50 BROAD STREET NEW YORK 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 








Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Actuarial, Statistical and Accounting 
Service in All Branches of Insurance and 
for Pension Plans: Office Systems and 
Reorganization. 


75 Fulton Street New York 











DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 





Se 


A. SIGTENHORST, F.A.1.A. 
CONSULTING ACTUARY 


National City Bank Bidg., WACO, TEXAS 











HAIGHT, DAVIS & HAIGHT, Inc 
Consulting Actuaries 
FRANK F. HAIGHT, President 

INDIANAPOLIS é 
OMAHA DENVER DES MOINES 








Actuarial 


Actuarial 














COPELAND and COTHRAN 


CONSULTING ACTUARIES 


Southeastern Trust Building 
ATLANTA, GEORGIA 











GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25.SPRUCE ST. NEW YORK 














JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITY 


L. A. GLOVER & CO. a 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 




















E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 





SAMUEL BARNETT 


CONSULTING AZTTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 

















Adjuster 














T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA. 





SANBORN & SLOAN, Ltd. 


AUTOMOBILE INSURANCE 
ADJUSTERS 


Anywhere in Province of Ontario, Canada 
401 ROYAL BANK BLDG., TORONTO, ONT. 


























F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 


Statisticians 




















ABB LANDIS 
CLARENCE L. ALFORD 


Consulting Actuaries 


INDEPENDENT LIFE BLDG. 
NASHVILLE, TENNESSSE 








Underwriters 
Statistical 
Bureau, Inc. 





We render complete statistical service and 
relieve you of the pressure of annual statement 
filing. 

We are also equipped to prepare cancellation 
and reinsurance schedules, or handle any job 
where the use of tabulating machines or comp- 
tometers is desirable, 


Phone: BEEKMAN 1461 


81 Fulton St. New York City 
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Miscellaneous Insurance 








Inter-Southern Life Sold 
(Concluded from page 9) 

Ernest Woodward, general counsel for the 
company, and as it was not opposed by the 
attorney who filed the suit it was passed until 
Monday. (When the motion to dismiss was 
brought up on Monday it was held in abey- 
ance, although no objection was entered.) It 
developed later that the stock owned by those 
who filed the suit, namely, Massey Wilson and 
the Security Mortgage Corporation, a Dela- 
ware corporation, with principal offices in De- 
troit, Mich., was included in that purchased by 
Caldwell & Co., hence the petitioners will have 
no standing in court on the petition, in the 
opinion of attorneys. 

Judge Duffin refused to confirm or deny that 
he had retained sufficient stock to permit him 
to continue as a director. It will not be 
known until Thursday who of the present 
board will be entitled to serve, it was said 
at the offices of the company. 

‘Directors who sell their stock are auto- 
matically retired unless they retain 100 qualify- 
ing shares. I don’t know whether or not Mr. 
Duffin retained that number of shares or not.” 
That was the manner in which Mr. Caldwell 
answered the question of whether Mr. Duffin 
will remain as member of the board after the 
formal transfer of the stock and the reor- 
ganization of the company. 

Rogers Caldwell, president of the Caldwell 
& Co., was the dominating factor in the deal. 
Though a young man, about 32 years of age, 
he has established himself as one of the ablest 
business men and financiers in the country and 
his company is a leader among investment 
bankers. 

While plans for the company have not 
reached the point where they can be an- 
nounced in detail, it can be said that the com- 
pany will be placed in perfect financial con- 
dition and will start on a new career that will 
place it with the leading insurance companies 
cf the United States. 

The board of directors met in the com- 
pany’s offices at 6:30 o'clock, Thursday night. 
The board was thrown into a state of con- 
fusion when news reached them, as they were 
assembling, that receivership proceeding had 
been instituted. 

The news was conveyed to them by Elwood 
Hamilton, attorney for the company, as he 
called the body together and requested that a 
recess be taken until 9 o’clock to await further 
development looking to the sale of the con- 
trolling stock. 

Judge Bingham was not in the city at the 
time of the sale, being on a vacation in Florida 
with his wife and Mr. and Mrs. Attilla Cox. 
Mr. Cox was the defeated Bingham candidate 
for president of the company. The sale of 
the Bingham interests was handled through 
Emanuel Levi, vice-president and general man- 
ager of the Courier-Journal and Louisville 
Times. 





Robert Connew, fire manager of the Royal 
Exchange Assurance, England, arrived in New 
York city on the Aquitania last week. 


M. G. BULKELEY, JR., DEAD 


Etna Life Officer Victim of Old 
Operation 


Morgan G. Bulkeley, Jr., vice-president and 
treasurer of the AZtna Life Insurance Com- 
pany, Hartford, diéd at his home in that city 
last Monday night. He underwent a major 
operation last summer and has been ill for 
some time. Mr. Bulkeley was prominent in 
business, political and military life in Hart- 
ford. 

He was the son of the late United States 
Senator Morgan G. Bulkeley. During the war 
he commanded the rotst Machine Gun Bat- 
talion overseas, formerly Troop B cavalry of 
Hartford. He was gassed while in action. 
After his return he was for a time chairman 
of the Republican Town Committee in his 
home city. He leaves a widow, three children 
and a sister. 


Oregon Life Has Good Year 


With an increase in new business ot about 
$1,800,000, and an increase in insurance in 
force of about $4,700,000, the Oregon Life In- 
suarnce Company, of Portland, enjoyed a very 
satisfactory year in 1925, and closed the year 
in stronger condition than ever before. Its 
assets, on January 1, 1926. aggregated $6,112,- 
938, an increase uf over $800,000 during the 
year, while its capital and unassigned funds 
amounted to $530,674, an increase of about 
$30,000, after! the declaration of $7000 in divi- 
dends to stockholders. The company’s premium 
income in 19025 was $1,328%417, an increase of 
$165,000, while its payments to policyholders 
aggregated $504,840, including about $155,000 
of dividends to policvholders, this sum repre- 
senting an increase of more than $60,000 over 
the dividend payments in the preceding year. 
The company closed the year with $40,320,634 
of insurance in force. President A. L. Mills 
and his associates are to be congratulated upon 
the satisfactory results of the vear’s opera- 
tions. 


Illinois Bankers Life Association 
It is most satisfactory to all interests that 
Judge Anderson, sitting in the Federal Court 
in Chicago, has removed the receiver from the 
Bankers Life Association of Mon- 
mouth, III., 


[llinois 
and has thus permitted it to oper- 
ate under the direction of its former officers 
who have in the past guided it to a position of 
prominence in life insurance. 

A very excellent way to kill a company or at 
least effectually retard its progress is to have 
it operate under a receiver. Many shining ex- 
amples of the blighting effect of receivership 
operation can be mustered from the list of re- 
tired life insurance companies. Regardless of 
who the ultimate winners in the contest turn 
up to be, their interests will be best cared for 
by having the conduct of the business out of 
the jurisdiction of a receiver’s hands. 

On this subject THe Specrator has directed 
a series of questions regarding the proposed 
change of the Illinois Bankers from an assess- 
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PLANS STOCK DIVIDEND 


National Reserve Life Would Capitalize 
Paid-in Surplus 


Topeka, Kan., March 20.—The officers of 
the National Reserve Life Insurance Com- 
pany, of Topeka, have announced a meeting 
of the stockholders for April 5 to consider the 
question of a 100 per cent stock dividend. This 
company was organized five years ago with a 
capital of $225,000. Two years ago the cap- 
ital was increased to $275,000 by the sale of 
fifty thousand dollars’ worth of stock at five 
times the par value, thus creating a paid-in 
surplus of two hundred thousand dollars. This 
two hundred thousand. dollars was used. by 
the company in erecting the new home office 
building which it recently completed. Some of 
the surplus which had been created by the 
sales of stock with the policies of the com- 
pany was also used: for this purpose, although 
none of the legal reserves had been used for 
the building. The building was financed en- 
tirely from the sale of the special stock at five 
for one and from the surplus so that none 
of the money of the policyholders went into it, 
except as the policyholders were also stock- 
holders. 


The annual statement of the company shows 
an actual earned surplus last year of slightly 
more than seven thousand dollars. But it re- 
ceived a paid-in surplus during that time of 
$271,600. Of this $185,400 was the surplus 
created by the sale of the special stock and 
the other was the surplus paid-in by the pol- 
icyholders who bought stock with their policies. 

The company proposes to capitalize this paid- 
in surplus for the past two years, leaving the 
company with an earned surplus upon which 
to operate. The home office building is one 
of the finest ten-story office structures in Kan- 
sas. It was opened last fall and is fully occu- 
pied at the present time at satisfactory rentals. 


Inspection News Gets Out New York Issue 

Inspection News, the organ of the Retail 
Credit Company of Atlanta, has devoted its 
March issue entirely to affairs concerning the 
company’s New York activity. The number is 
very attractively gotten up and is profusely 
illustrated. It contains articles by H. C. Mot- 
ley, junior vice-president; Walter C. Hill, vice- 
president; W. A. Spencer, junior vice-presi- 
dent; Cator Woolford, president; F. P. Taylor, 
manager of the Central New York office; F. 
C. Hulbert, fire and casualty office: Howard 
Walker, upper Manhattan; E. W. Mignard, 
manager for upper Manhattan, and A. Curtis, 
manager of the New York fire and casualty 
office. 








ment association to an old line legal reserve 
company, to many prominent and disinterested 
officials and actuaries of insurance companies, 
as well as to state officials, and it seems to be 
the opinion that the proposed contract, put forth 
by the officials of the Illinois Bankers, is equi- 
table, just and for the best interest of all the 
policyholders. 
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The Viewpoint of A General Agent 


MARKING the celebration of his thirtieth year with the Union Central 
a prominent General Agent in the South wrote: 


“I CAN TRULY say that no one could have been treated with more 
consideration than has been shown me by the officers of the Union 
Central Life Insurance Company during the thirty years that have 
passed. The Company has always been better to me than its con 


OUR service in providing leads (50,000 this year) and in a 
score of other ways is a cornerstone of our Agents’ Progress. 


The Union Central Life Insurance Co. 


CINCINNATI, OHIO 
More Than One Billion 215 Millions of Insurance In Force 











Your Prospect’s Future 


Is the Same As Your Own 


When you line him up for the policy he wants, and 
the policy he needs, you have made a staunch friend, 
and contented customers mean repeat orders in insur- 
ance as well as other lines of business. Sell this 
contract: 


Any natural death....................0. $5,000 
Any accidental death................... 10,000 
Certain accidental deaths............... 15,000 


Accident Benefits $50 per WEEK 
(Non-cancellable) 
Also Disability Income, Waiver of Premiums, 
etc. 


All In ONE Policy 


You can see how worthy such a contract is in the hands of a 
progressive agent and we invite you to give serious considera- 
tion to the United Life ‘‘Policy You Can Sell.” 


There may be an opportunity in your town. Our Vice Presi- 
dent, Eugene E. Reed, will tell you all about it. 
Write him direct. . . . and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord New Hampshire 
Inquire! 














PUBLIC LIFE 
INSURANCE 
COMPANY 


HOME OFFICE 
CHICAGO 
ILLINOIS 


EDWARD H. BURKE 
PRESIDENT and GEN. MGR. 
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Group or Industrial--or Both? 


It was not intended when group insurance 
was first offered to the public in the United 
States, in 1912, that it should encroach upon 
the sale of industrial insurance. This state- 
ment is attested by the fact that among the 
first companies to include group premiums in 
their rate books were some of the large indus- 
trial writing companies which had established 
elaborate agency plants at an enormous ex- 
pense, and who had: built profitable debits only 
after many years of unrelenting effort, and 
almost heartbreaking disappointment. The 
rise of group insurance is the companies’ an- 
swer to an economic challenge. It is the out- 
growth of sociological and humanitarian 
needs. Group and industrial insurance are 
complements, not competitors, each of the 
other. They have continued to flourish side 
by side for fifteen years. 

This is so well known to students of the 
business, that to restate it to a reader audi- 
ence of life insurance executives is almost as 
absurd as would be an attempt to prove a 
geometric axiom to a teacher of mathematics. 
However, to continue the figure of speech, 
many policyholders are as ignorant of the dif- 
ference in functions of industrial and group 
as the average grammar school boy is of the 
Einstein theory of relativity. 

This being true, it seems that the agent 
should be trained to meet the not infrequent 
excuse of the lapsing policyholder: “JI don’t 
need this any longer. I have group insurance” 


—a statement which seems to throw many 
agents into momentary panic because they do 
not know how to reply. 

What, then, can be said to convince the 
working man that he needs industrial insurance 
in, addition to his group protection? 

Ask him first whether either policy alone 


By WILLttsaM THORNTON 


represents enough insurance for his family’s 
needs. In many cases, such a question will 
bring to light a crying inadequacy. If the 
group insurance is available on the non-con- 
tributory plan, that is, if the employer pays 
all the premium—remind the policyholder that 
he can well afford to continue the premium he 
has paid in the past for his industrial policy. 
Even if doing so represents a sacrifice, it is a 
hardship he has somehow managed to bear for 
the sake of his wife and children, and there- 
fore one he can continue, if he will. 


A DIFFERENT OBJECTIVE 

On the contrary, a large volume of group 
insurance is placed on a contributory basis. 
The wage-earner having to share the premium 
payments with the employer, feels that he can- 
not take care of both group and industrial. In 
a case of this kind, the argument will be 
slightly different. The agent’s objective should 
be to make the policyholder see that the group 
insurance is not a replacement, and can never 
be regarded as a replacement of the insurance 
he has carried himself. Of course, he knows 
the group policy can be converted if he 
changes employment, but he should be re- 
minded, as one writer so aptly puts it, that the 
converted policy must be bought on a rising 
market. Because he will be older, the premium 
will be proportionately higher. Then, in laps- 
ing the industrial policy, he is giving up 
equities (the paid-up, or cash value of the pol- 
icy) which the group policy does not include, 
and which will not be available for at least 
two years after it is converted. 

The claim is not made that these arguments 
are “sure fire’ remedies in all instances— 
merely that they are good ammunition for the 
agent to have that they are good ammunition 
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for the agent to have in store. If his gun is 
loaded, at least he need not hasten to beat a 
dismayed retreat from the lapsing policyholder 
without first aiming at his mark. 


“Just Rolling Along” 

A colored man was peddling coal on Dear- 
born street, Chicago. The day was cold, and 
our colored friend was closely wrapped in over- 
coat, rug, woolen muffler, fur cap and heavy 
mittens, to protect him from the biting wind 
as he perched on the seat of his wagon. 

In a monotonous, sing-song voice he cried 
his wares: “C-o-oa! soft cooaal!! hard 
cooaal!!!’ 

Just then a woman called from a third- 
story window: “Bring me up three bushels.” 

The colored man looked up in disgust from 
the depth of his woolen muffler and murmured, 
“Oh, Hell!” 

Man is a routine animal. He resents dis- 
turbance, especially of the kind that entails 
vigorous thought or action. 

Old customs and beliefs survive because it’s 
too much trouble to change them. 

We accept innovations only after we are 
convinced that they will contribute to our cre- 
ature comfort and convenience without disturb- 
ing our established habits or ideas. 

Put a man on a debit and you'll soon have 
his number. 

If he is mentally alert he will rise above the 
mass, because he has ample opportunity to 
develop initiative and gratify ambition. 

The pursuit of business requires resource- 
fulness and unremitting mental and physical 
activity. A debit makes a man, if he is the 
right type of man. 

He not only derives a comfortable income 
from it, but he uses it as a means of self- 
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development and a stepping-stone to a higher 
position. 

But there is another type of man to whcm 
a debit is a handicap, and who is a handicap 
to a debit. 

He looks on a debit as a routine round of 
calls which can be made without the exercise 
of any particular effort or initiative. 

Give him a nice big debit to collect and he 
sinks into a condition of comatose compla- 
cency. 

He’s not looking for work; all he wants is 
a salary. 

He abhors special efforts; his main desire 
is to be let alone. 

His debit becomes a dead loss so far as new 
business is concerned, because he’s not con- 
cerned about it. He rambles along in a rut. 
His only determined trait is in following the 
line of least resistance. 

This type of agent is not even a good col- 
lector. It’s less trouble for him to call again 
than it is to put up an argument to get the 
money the first time. 

Nothing suits him better than to have a list 
of collections for Thursdays and Fridays. It 
requires so much less initiative to make back 
calls than it does to straight canvass. 

Ordinary? He doesn’t give it a thought. It 
takes too much thought to think about it, not 
to mention the night calls necessary to go 
after it, and the mental strain of showing the 
prospect why he ought to have it. 

If we weren’t so busy with routine work, 
we would try to estimate the almost incalcu- 
lable damage an agent of this type does to the 
morale of a district. 

Another brain teaser is to figure out why 
such a man is tolerated. 

Maybe it’s because it requires more effort 
to make him work or replace him than it does 
to let him alone—The Western and Southern 
Field News. 


SAN. FRANCISCO SALES CONGRESS 
Frank L. Jones Principal at Golden Gate 
Meeting 

San Francisco, Car., March 20.—Frank L. 
Jones, president of the National Association 
of Life Underwriters was the motif for the 
annual sales congress of the Northern Asso- 
ciation of California Life Underwriters, held 
in San Francisco on March 19. Mr. Jones 
made three addresses, one at the morning ses- 
sion, one in the afternoon and the principal 
address at the complimentary banquet in the 
evening. He stressed the importance of the 
National Association for the agent in the field 
and recounted numerous accomplishments of 
the organization. Others on the program in- 
cluded: Chief Justice W. H. Waste of the 
California Supreme Court: Mrs. Leila Leitner 
of the Equitable of New York: A. V. Bailey, 
Jr., of the Northwestern Mutual on “Organ- 
ization and Development of Prospects”; J. B. 
Duryea, of the Penn Mutual on “Organiza- 
tion and Development of the Interview. “Safe- 
guarding the Family’s Future’ was the theme 
discussed eloquently by Rabbi Louis I. New- 
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Large Number of Promotions as a 
Result of Meritorious Work 





NEW RECORDS BEING MADE 





West Virginia Coal Districts Collect Two 
Hundred Per Cent of Debit Early in 
March 
A recent Prudential promotion is that of 
William C. Hall, formerly an assistant super- 
intendent at Carnegie, Pa., detached from the 
Pittsburgh No. 3 district, who became super- 
intendent of the Charleston, W. Va., district, 
on Monday, March 15. From his record while 
with the Prudential, it is anticipated that Mr. 
Hall will be a successful and, popular superin- 

tendent in this new district. 

Agent Elmer E. League, of the Baltimore 
No. 2 district, has taken charge of an assis- 
tancy. He assumed his new duties on March 
S- 

Assistant Superintendent Fayette F. Am- 
burn is transferring his field of activity from 
Peoria, Ill., to the Tampa, Fla., district. 

Assistant Superintendent Ellis R. Hubbard 
and his staff of eight agents at Beckley, W. 
Va., of the Charleston, W. Va., district, col- 
lected nearly 200 per cent of their debit during 
the week of March 1, and greatly improved the 
condition of their net advance payments. This 
is an especially commendable showing in view 
of the conditions which they have to contend 
with in the soft coal country. 

The same can be said for Assistant Francis 
T. Peregoy of Martins Ferry, O., of the 
Wheeling, W. Va., district. The coal condi- 
tions there are serious and for an entire as- 
sistancy staff to collect nearly 200 per cent 
under such conditions, raising their advance 
payments and reducing their arrears is a re- 
markable showing. 

The town of Claremont, N. H., has been 
opened up as a detached assistancy under the 


St. Johnsbury, Vt., district. Alfred F. Egles. 
ton, who began service with the Prudential on 
December 13, 1921, as an agent at Berlin, 
N. H., was placed in charge of the assistancy, 

Howard W. Brainard, formerly an agent in 
the Youngstown, O., district, was promoted to 
assistant superintendent in the same district, 
This advancement in the company’s service js 
the result of the favorable progress he made 
as an agent and there is every reason to feel 
that he will be one of the “top notchers” in his 
new position. 

Vernon B. Fridley, superintendent of the 
Canton, O., district, was the first Division F 
representative to qualify for an ordinary merit 
button for 1926. 

A group insurance case on the employees of 
the Ralston Steel Car Company of Columbus, 
O., was recently closed by Superintendent 
Arthur M. Kemery of the Columbus No. 1 
district, while for the same week this was is- 
sued Agent H. C. Dray of the same district 
was credited with a group case on the em- 
ployees of the J. H. Zinn Lumber Company. 

W. L. Hawkins, formerly an agent at Mid- 
dletown, N. Y., entered the assistancy ranks 
on March 15. 

Agents operating in the Rochester No. 2 
district, who are doing splendid work in the 
industrial branch, with low arrears and sub- 
stantial advance payments are R. A. Darron, 
W. H. Gatesman, H. A. Meltzer and H. C. 
Mertz. 

During the supremacy effort, the special pe- 
riod of ordinary activity which extended from 
February 8 to February 17, Division G came 
within striking distance of attaining its goal 
of $10,000 per man. 

Many agents exceeded this figure by a large 
margin, the particular star being Agent B. W. 
Swartz of South Bend, who wrote more than 
$100,000. Others who especially distinguished 
themselves were Agents C. G. Gordon of An- 
derson; W Davis of Gary, and R. Tolson of 
Terre Haute. There were many others de- 
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New Series 


4. KEEPING YOUR CAKE 
By WILLIAM ALEXANDER 


“Let me show you,” said Agent Strong, “how you can eat your cake 


and keep it, too.” 


“That’s impossible,” replied Mr. Midas. 


“Not at all,” said Strong, 


“by saving something from your income 


every year you can leave $100,000 of life insurance to the Tuberculosis 
Hospital in which you are so deeply interested, without touching a penny 


of your capital. 


In making your bequest in this way you will, so to speak, 


be eating your cake; and as this will not impair your capital you will, at 
the same time, be saving your cake, and your estate will go without dimin- 


ution to your heirs. 


J 


APPLICATION : 
Both Mr. Midas and the Hospital were made very happy. 
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serving honorable mention. 

In the assistancy ranks, Assistant M. T. 
Duffey, and his energetic staff, of Indianapo- 
lis No. 2, rolled up the largest number of ap- 
plications reported written, while Assistants E. 
Tibbets of Terre Haute, and T. D. Bartlett of 
New Albany, also made a highly creditable 
showing. 

Agent James E. Jones of Kansas City No. 
3, apparently intends to be among the agency 
leaders of Division L in 1926 in the procuring 
of industrial business. Thus far he shows a 
large volume of business produced and last 
year made a fine record. 

Agent Walter Dannemaier, of the St. Louis 
No 1 district, is coming along at a rapid rate 
in the. production of ordinary business. This 
gives him a good start in maintaining a promi- 
nent position among the leaders of Division L 
in the writing of ordinary and it is evident 
that he will maintain the good record. 

Agents Charles R. Trampier, of St. Louis 
No. 3: Oscar B. Hanson, of Waterloo, Ia., and 
Harold H. Dings, of Des Moines, Ia., have 
been showing commendable and_ satisfactory 
progress in the building of increase and taking 
care of the many phases of their agency work. 
Their efficient methods have met with recogni- 
tion in their promotion to the position of as- 
sistant superintendents in their respective dis- 
tricts. 

In the Oakland, Cal., district, where the sub- 
stantial industrial increase, proportionate to 
staff, has won fourth place in the division 


_ranking, a number of exceptionally geod agency 


records in this branch are being built up. The 
honor of leading this staff of hustling pro- 
ducers thus far this year belongs to Agent 
James E. Whitney, comparatively new in the 
business but taking hoid in fine shape. Fol- 
lowing closely in the order named, each evi- 
dently with an eye on district leadership, are 
Agents Charles W. Waxham, Francis A. Koch, 
Robert J. Coburn, Allanson P. Miller and 
Ernest F. Hackett. 

In the Pasadena, Cal., district, two promo- 
tions to the assistancy staff were recently 
made, Charles Heller having been advanced on 
February 8 and John S. Martin on February 
22. Both men had previously operated agen- 
cies in that district with exceptional success. 

Assistant Superintendent Jacob Panoff, of 
the Brooklyn No. 6 district, who was among 
the leaders in ordinary net issue for the year 
1925, is putting up a hard battle with Assistant 
Superintendent J. Moscow, of Brooklyn Ne. 9 
district, for leadership for the year 1026. 
They will have to keep a close watch, however, 
as Assistant Superintendent C. E. Hochberg, 
of Brooklyn No. 6 district, is coming to the 
front rapidly. 

In the agency force of Division B there is 
a close combat for leadership in ordinary net 
issue for 1926. Agent C. B. O’Connell, of 


the Flushing, L. T., district, who finished eighth 
among all agents in the field during 1925, is 
setting a good pace this year and is close to 
Agent L. Korn, of Brooklyn No. 9 district, 
who is leading. the division. 
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Upportunities of the Industrial Agent 


By Wirtram C. Morton 
Registrar, Life and Casualty Insurance Company of Tennessee, Nashville 


There is no question but what the industrial 
insurance agent has the greatest opportunities 
in the world. But the trouble is that he per- 
mits himself to overlook them. There are 
any number of opportunities that pass each 
day and are not made use of. This is due to 
both negligence and also to the fact that the 
agent has perhaps not been warned sufficiently. 
It shall be the purpose of the present article 
to remind agents of a few of these opportuni- 
ties. It has been said by a very eminent in- 
surance authority that on a one hundred dol- 
lar debit, the agent has no less than eight hun- 
dred prospects. And that is a fact that should 
certainly be worth while. Any agent who has 
that many prospects should never have any 
worries about making a good salary, provided, 
of course, that he saw these eight hundred 
often enough. 

One of the opportunities that is often over- 
looked is the policyholder who does not have 
enough insurance to pay his burial expenses. 
There is a very large amount of industrial in- 
surance written each year, yet in spite of all 
this, the average amount paid out in claims 
does not amount to hardly one-half the amount 
of the burial expense. In view of this alarm- 
ing state of affairs, the agent should have no 
trouble in stating this fact in a convincing 
way. And in doing this, he must be very 
tactful. It would not be considered very good 
salesmanship for the agent to bluntly come 
right out and ask the man to take more in- 
surance because he did not have enough to 
bury himself. That would not be even good 
manners and would not be indicative of very 
wood breeding. However, with the “hard- 
hoiled” policyholder or prospect, it might even 
be necessary to state plainly to him that he 
was absolutely negligent in that he did not 
carry enough insurance to bury himself. What 
will work with one will not work with another. 
The agent must be the judge. But at any 
rate, he must not fail to teach the lesson that 
the average industrial policyholder does not 
carry enough insurance to protect him in the 
most sacred of all responsibilities. In other 
words, when the agent asks the present pol- 
icvholder to increase his insurance, he is ren- 
dering a favor instead of being favored. 

The agent, in presenting the tact that enough 
insurance is not carried by the industrial class 
of people, will have to give facts and figures 
and be earnest and aggressive. The first thing 
an agent on a mission of this kind should do 
is to enter the home with a smile and ask for 
the policies. While the lady of the house is 
getting the policies, the agent should be get- 
ting his pen and a blank of white paper to 
write on. Of ceurse it would not do to say 
anything about insurance until a little later in 
the game. This is where the much talked-of 
thing we call tact in agency affairs and diplo- 
macy in statesmanship comes in. 
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then take the name, premium and amount of 
each policy as shown by the face of the pol- 
icy. Then get the attained age, nearest birth- 
day. Then subtract the total amount of insur- 
ance on each life from what the average 
amount of the burial expense is in that partic- 
ular locality (and this is governed by local 
conditions altogether). The difference in these 
amounts will be the amount of insurance neces- 
sary to have sufficient coverage for burial ex- 
penses. And then, the thing that naturally fol- 
lows is figuring the extra premium and as a 
climax, getting the name “on the dotted line.” 
And without having secured an application for 
as much additional insurance as is necessary, 
the agent has not really presented the above 
fact. The agent should never forget that his 
responsibility is for more than the few short 
moments that he is talking with the policy- 
holder. Responsibility is a thing that never 
ceases. Therefore the agent should do all with- 
in his power to show the policyholder that the 
only thing for him to do is to take out enough 
additional insurance to make up any deficiency 
that might be lacking. By all means, sell 
more insurance, and that does not mean over- 
loading. The really thoughtful agent will un- 
derstand enough about the person he deals with 
to know when to stop. But no man should be 
burdened only by carrying enough insurance 
to give him a decent burial. The company has 
a great responsibility to shoulder here and 
the good agent will be aware of this and will 
do his best to fill the needs as they exist. 

Another opportunity that the industrial agent 
has is the child that reaches the age where it 
is entitled to more protection. The agent who 
thoroughly understands his debit will always 
know just about the day and hour that Johnnie 
or Mary reaches the age where they can be in- 
sured for larger amounts. By doing this prop- 
erly, the agent will merely be educating the 
policyholder as he advances in life. And this 
is a worth-while service. I would consider it 
just as much if not a greater honor to be the 
insurance counselor for a family as I would 
to be his family physician or his grocery man. 
And they are or should be on exactly the 
same plane. The existence of both the agent 
and the grocery man depends upon the service 
they render. 

Another opportunity very much the same as 
the one just given is the boy or the girl who 
has reached an earning capacity of their own. 
This, of course, follows the graduation days 
at school, and finds them beginning to enter 
upon the regular duties of life. This is a place 
where the debit man can be of great service 
to them because he can be a friend to them in 
more ways than one. While the agent should 
not try to be a walking piece of advice, yet, 
there is no gainsaying the fact that his experi- 
ence has qualified him to offer sensible advice 


He should when it is needed. This he should be willing 
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First in the Field with the new Rates 


Dividend Schedules, Surrender Values, Net Costs, Policy 
Provisions, Group Rates, Industria] Rates, etc. 


The only book arranged by ages—the only logical 
and proper way to present this class of information. 


Price, $2.00 
Wholesale Rates on Application 


ORDER Now 
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PROFITS FROM YOUR 
PAYMENT PLAN 


When ready funds are none too 
abundant an €asy payment 
plan is a great business getter, 
A series of small deposits, fit- 
ting into the monthly budget 
plan of the household, meets a 


ready welcome Where a large 
annual premium would not be considered, 


The Monthly Premium Plan of the Lincoln 
National Life Insurance Company is aiding its 
field men to get the business these days. 


Royal Union Life 
Insurance Company 


Des Moines, Iowa 





























STRONG AND PROGRESSIVE 





Paid to Policyholders, 
SES ec oe $21 »000,000.00 


Insurance in Force as of 
Dec. 31, 1925. ib dears . $148,281,904.00 


— 





The Lincoln National Life Insurance Co. 


“Its Name Indicates J ts Character” 


Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $400,000,000 in Force 


A.C. Tucker, President 


D. Cc. Costello, William Koch, 
Secretary Vice President 
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and glad to do. And he will never have such 
a privilege as this unless he follows sincerely 
the various steps in the lives of his younger 
policyholders. Follow them from the kinder- 
garden to the college and rejoice with them 
in their triumphs and sympathize with them 
in their misfortunes. 

As soon as a young man or young woman 
reaches the age where their own earning capac- 
ity permits them to carry their own insurance, 
they must of course be handled in a little dif- 
ferent way. They must be shown the added 
responsibility that rests upon their shoulders 
since they are no longer young and frivolous 
but are rapidly approaching the more serious 
age of life. The agent who is interested in 
selling both ordinary and industrial insurance 
will gain and keep the constant friendship of 
his policyholders as they reach the more ma- 
ture years. The agent should be prompted by 
this statement: Grow with them. 

Another great opportunity for all industrial 
men is the newly married couple. Usually an 
industrial policyholder who has recently mar- 
ried should be an excellent prospect for some 
form of ordinary insurance. His responsibil- 
ity has increased and he therefore has need of 
more protection than ever. The list of mar- 
riage licenses issued and printed in the daily 
papers will usually be a good place to look for 
an excellent prospect list. In the same part 
of the daily paper will also be a list of the 
births, which should also be taken advantage 
of. These new born babies should be insured 
as early as possible. There is no doubt in my 
mind that some form of educational insurance 
should be sold as early as possible. In solicit- 
ing the newly married man, the agent must 
appeal to the father’s pride and even his vanity. 
I have about decided that the best time to get 
the newly-married man is as soon after the 
wedding as possible. The thing can be han- 
dled more advantageously at that time because 
he is just married and has not passed, the stage 
in life where he does not want to fail to get 
every little thing that his wife might want. 
My suggestion to the industrial agent would 
be this: Write them both. 

If the policyholders are really “sold” on the 
merits of the company, they will not only be 
willing but in most instances will be anxious 
to keep the debit man informed of any people 
who might be in need of insurance. The best 
“lead” that any agent can have is the one 
furnished him by one of his policyholders. And 
that is the lead that should be followed out 
by all means. When you are referred to any 
one by one of your policyholders, by all means 
follow it up, because not to do so might im- 
Press the policyholder with the fact that you 
would not take advantage of it even after you 
had been favored in this way. The agent who 
does not follow up such leads will finally find 
that those who are prone to give such help 
Will be inclined to quit. And another thing 
that should be remembered is that should you 
be able to sell insurance in a case of this kind, 

you must never fail to give the one credit who 
Is entitled to it. Give some one credit for 
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having enabled you to sell the insurance and 
the first thing you know, he will be willing to 
“so out of his way” merely to accommodate 
you. Another good opportunity that I am sure 
many insurance men overlook is that of the 
older people—grandparents. Of course you 
will readily recognize the fact that not many 
people are insurable above the age of 60 or 65 
and yet these old people can be appealed to in 
such a way that the debit man can reap a very 
rich reward. The point is: Attempt to show 
them how they may be able to inculcate hab- 
its of thrift in some of their grandchildren by 
starting them off with the first premium on, 
say, a $500 policy. There are any number of 
grandparents who would be glad to do such a 
thing for their grandchildren. But many of 
them never do it because the agent does not 
show them this opportunity. When the agent 
shows his clients an opportunity of this kind, 
he likewise shows an opportunity to himself. 

Another opportunity that should not be over- 
looked is the fellow who has a policy about 
to be matured. The agent who really keeps 
up with his business will know just when this 
time comes and will be right there to convince 
him, and little argument should be needed, that 
it is imperative that he take out more insur- 
ance. The man or woman who has carried a 
policy long enough for it to mature should not 
need any persuasion at all to convince him of 
the value of it. The agent can do no better 
than to diplomatically remind him of the fact 
that he knows that he appreciates insurance 
properly or else he would not have kept the 
policy until maturity. The agent in a case of 
this kind should take the “for granted” atti- 
tude. By doing this, he will have the positive 
position and it is an evident fact that the 
positive way always wins when the negative 
fails quite often. A man who has kept a pol- 
icy until maturity is entitled to praise of some 
kind and the agent should be sure and see that 
he gets it. Compliment him for his prudence 
and his foresight. And by all means let him 
know that your company knows that he is hon- 
est and reliable because all his business deal- 
ings with the company have been first-class, 
and while no company has any such thing as a 
list of preferred customers, yet, by virtue of 
his punctuality and reliability, he has written 
the word honesty in big letters upon the rec- 
ord of his insurance as kept at the home office. 
By pursuing this course, the thoughtful agent 
will be able to appeal to his common sense, his 
vanity and even in a mild way to flatter him. 
And there is no question but what one of the 
most successful methods in the world is that 
of showing the good point of people to them- 
selves. Never lose an opportunity to say a 
good word for or about or to one of your 
policyholders. 


F. C. Brownell Joins Etna Life 
Frederick C. Brownell, formerly a_repre- 
sentative for System in New York City and 
Connecticut, has joined the advertising depart- 
ment of the A®tna Life Insurance Company of 
Hartford, Conn. 





WESTERN AND SOUTHERN NOTES 


W. N. Smith Heads Newly Created Dis- 
trict at Elkhart 


A nicely balanced two-handed effort is shown 
by the report of Superintendent G. L. Bon- 
nage, Pittsburgh East, for the thirty-eighth 
anniversary effort of the Western and South- 
ern Life Insurance Company, Cincinnati. The 
district wrote $92,000 ordinary, week of Feb- 
ruary 15, and followed that with $75.82 in- 
dustrial, week of February 22, during which 
week every man scored every day. Agent 
(McAgee was the star with $27,250 ordinary 
and $6.71 industrial. Every man scored in 
ordinary. Nine agents and one assistant each 
wrote $5000 or more. 

When a man is a student of our business 
and a practical worker besides, the inevitable 
result is a record which lands him at the top 
and wins promotion. Such is a brief summing 
up of the career of W. N. Smith, promoted 
from an assistancy at South Bend to the super- 
intendency of the newly created district at 
Elkhart. The confidence which knowledge be- 
gets, and the results which accrue from knowl- 
edge applied, have not only been responsible 
for his success in the past, but bespeak a suc- 
cessful career for Superintendent Smith and 
those associated with him in the new field. 

Detroit-Grand River district under Superin- 
tendent W. D. Davis led the field in joint re- 
sults for the first two months of the year. 
M. Ludwig of the same district was leading 
assistant superintendent and D. T. Speiser, 
also of that district, was the leading agent in 
joint results. 

Agent A Carter, Kalamazoo, spent Febru- 
ary 26 and 27 at the home office, having won 
the trip in a district contest covering the last 
quarter of last year. Agent J. Brillant finished 
the race just four cents behind the winner and 
was closely followed by Agent E. Sohn and 
Agent Zook. 

The leading district in ordinary for the first 
two months of the year is Ashtabula, and the 
leading industrial district is Pontiac. M. Lud- 
wig, Detroit-Grand River, leads the ordinary 
assistants, M. FE. Costello, Ashtabula, heads the 
agents in ordinary net issue. 


Public Savings Announces Promotions 


and Transfers 


INDIANAPOLIS, IND., March 20.—TIn reor- 
ganizing and expanding its field force, the 
Public Savings Insurance Company, through 
its home office here, has announced a number 
of changes and promotions in the Middle West 
territory. The most important are as follows: 

E. D. Dixon, superintendent, Evansville, 
transferred to Princeton; R. R. Lomax, pro- 
moted to superintendent at Evansville; J. J. 
Miller, promoted to superintendent at Gary; 
F. DuBois promoted to superintendent at 
Muncie; H. A. Young, superintendent at 
Marion, Ind., transferred to take charge of 
newly created superintendency at Marion, O.: 
O. A. Carey, superintendent at Middletown, O., 
transferred to Marion, Jnd.; J. P. Murphy, 
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Diminishing 


Premium 
Policy 


25 Pay Life—Endowment at Age 85 
Age 35 


Amount $1,000 

Policy Years Annual Premium 

lto 5 $33.87 

6 to 10 28.79 

11 to 15 23.71 

16 to 20 18.63 

21 to 25 13.55 

Premiums may be deposited annually, 


nually, quarterly, or monthly. 
Waiver of Premium Disabilicy, Income Disability, 
and Double Indemnity may pe added. 
Non-Medical applications up to $3,000.00 at ages 
15 to 45, and up to $2,000.00 at ages 10 to 14. 
A standard Franklin policy: 


more about it, write. 


semi-an- 


If you want to know 














GOOD TOOLS 


Good Tools do make a fellow’s work a lot 
easier. It’s not half so hard to get results when 
you have something to work with. 


The men at the head of the International Life 
appreciate this and have made a complete 
revision of its rate book with the idea in view 
of giving the field force of this great Missouri 
Company the best tools possible. 
very attractive new policy contracts have 
been added, and _ liberal 


paid on them. 


We 


Several 


commissions are 


Have Good Territory 


For The Right Sort of Men 


International Life Insurance 


Company 
ST. LOUIS, MISSOURI 


W. K. Whitfield, President David W. Hill, Vice-President 
W. F. Grantges, Vice-Pres. and Gen’l Mer. Agents 





Insurance 













In Force 
Over 

$100,000,000 é 
Harry L. Seay, 

President 
Clarence E. Linz, 

V. P. & Treas. 
P. N. Thevenet, 

V. P. & Secty. 


P. V. Montgomery, 
V. P. & Actuary. 





























We are prepared to offer unusual opportunities for money- 
making NOW and creating a competency for the FUTURE. 


For Contracts and Territory, address 


H. M. HARGROVE, President - + + BEAUMONT, TEXAS 














We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. 


vestigate. 


It will pay anyone interested to in- 


All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 
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gunerintendent at Hamilton, O., transferred to 
Norwood O., to take charge of newly created 
superintendency ; T. J: Hester, superintendent 
at Middletown, O., transferred to Hamilton; 
= M, Kitzmiller, superintendent at Columbus, 
0. transferred to Middletown; H. M. Dillon, 
promoted to superintendent at Columbus, O.; 
F. C. Getchell, superintendent at Columbus, 
Q,, transferred to take charge of newly cre- 
ated superintendency at Canton, O.; J. M. Wil- 
fiams promoted to superintendent at Spring- 
feld, O.; E. Rosborough promoted to superin- 
tendent at Detroit, Mich.; W. McDonald, 
agent at Wyandotte, Mich., promoted to super- 
intentent at Royal Oak, Mich. 


A STEP TO FORTUNE 
By John J. Pulleyn, President Emigrant 

‘Industrial Savings Bank, New York 

The greatest uncertainty that life holds is 
the length of life itself. You have not yet un- 
derstood the great dominating idea of the 
mutual savings bank, where you yourself are 
the only one to profit from your account, if you 
think that we would rather see you deposit all 
your funds here than devote part of them to 
taking out the right kind of life insurance 
policy. 

It is amazingly true nowadays that in one 
sense no man need ever die. His work is one 
immortal thing that can live after him and con- 
tinue to guard and protect and bring life to 
those he loves—even to great-grandchildren 
whom he has never known. 

The breadwinner who takes out a life in- 
surance policy and guards it as he would guard 
life itself is doing one of the most unselfish 
and one of the noblest deeds possible to man. 
He is depriving himself of certain simple luxu- 
ries of the moment so that those he loves may 
never know want or privation in years to come. 

Everyone of us has probably been impatient 
at some time or other because of the persistent 
effort of a life insurance representative. But 
I want you to stop for a moment and think 
with me of the magnificent task this great body 
of men is performing. : 

Do you suppose it is easy for them to spend 
hours a day walking from house to house or 
from office to office spreading this gospel of 
how a man’s work may live after him? 

Don’t blame the life insurance man 
enthusiasm. He is a missionary in the truest 
sense of the word, battling often against the 
greatest odds and the most cruel misunder- 
standings. Think of him instead as one of 
the messengers of your immortality—one who 
helps to make your work live forever. 

If you already have sufficient life insurance, 
instead of turning him away, send him to 
others who ought to listen to his storv. You 
will then be doing your own part to lessen 
the poverty and even the terror which life can 
sometimes hold for those about us. 

We will show you how to make your life 
Msurance premiums an item in your budget, 
and how to provide for their payment. You 
will he surprised how easy it is to carry what 
May seem to be a very substantial yearly or 
semi-annual premium by the simple device of 


for 


JOHN HANCOCK ITEMS 


Brooklyn II District Has Two Lead- 
ers in Weekly Increase 








LONG SERVICE RECORDS 





of Promotions to Assistancies 
Announced 


Number 


The ten top notchers in the list of two hun- 
dred leading agents on weekly premium in- 
crease for the month ending January 27 are as 
follows: M. Rubin, Brooklyn II; B. V. Stone, 
Boston; N. Spiro, Brooklyn II; P. Schwarz- 
bach, New York II; H. Sackheim, Brooklyn 
IT: H. Rolley, Providence; M. Rubin, New 


York IV; L. Weinblatt, Philadelphia I; E. 
Denis, Providence, and J. Newman, New 
York V. 

Among the assistant superintendents, the 


first ten of a list of seventy-five leaders on 
average per man gross ordinary issues for a 
similar period are as follows: W. C. Hansen, 
North Adams: S. Besen, Brooklyn I; J. Horo- 
witz. New York I; V. Romano, Brooklyn I; 
Fi. New York I: W. Heinrich, 
Brooklyn I; T. C. Beck, Brooklyn I; F. 
Muller, Brooklyn I; D. L. Donovan, Brock- 
ton: A. Wellman, Brooklyn I. 

On average per man gross weekly premium 
increase for the month of January the assist- 
ant supers in the Big Ten are as follows: 
H. Bernstock, Brooklyn IIT: FE. Smyczynski, 
Detroit ITI: R. Fiddler, Chicago II: H. C 
Callahan, Grand Rapids; J Emanuel, New 
York IV; A. J. Burke, Trenton; P. R. Burns, 
Troy: O. FE. Anderson, Philadelphia I: C. 
Guarino, Malden, and J. Morgan, Waterbury. 

Fisher A. B. Wenk, claim adjuster of Buf- 
falo I, is receiving congratulations upon hav- 
ing served continuously with the company for 


Gruenberg, 


35 years. 

Among those who celebrated anniversaries 
in February for long continuous service with 
the company were William J. Bates, agent, 
Providence, 30 years; John A. McGlone, agent, 
Philadelphia II, and Ferdinand W. Reimann, 
assistant, Bridgeport, 25 years: Granville L. 
Anderson, assistant, Concord, 20 years. 

Faithful service has been rewarded, as is 
the custom of the John Hancock, in the cases 
of the following agents who have been pro- 
moted to assistant superintendents in the dis- 
tricts of their service: Herman F. Telt- 
horster, Detroit V; Frank B. Quincy, Malden: 
LeRoy H. Swartz, Fort Wayne: Stephen F. 
Kocott, Pittsburgh Number 3: Max Krantz, 
Hoboken; Vernon W. Alexander, South Bend: 
Benjamin K. Northrup, Glens Falls: Julius 
Zelniker, Elizabeth: Clarence A. Haskell, 
Erie, and Floy J. Fickes, Des Moines. 

Guy M. Perrin has 
agent to assistant superintendent and trans- 
ferred from Minneapolis to Chicago V. 


been promoted from 








making frequent small deposits in a savings 
bank where, with the aid of interest, a fund is 
quickly accumulated with which to make the 
payment.—Bell Telephone News. 
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INTERVIEW MUST HAVE PURPOSE 


Talk in Itself Will Not Sell Life Insur- 
ance 


The chief weakness in our interviews is hap- 
hazard talk. We approach a stranger, about 
whom we know no more than his name, and 
so cannot, except by chance, say anything that 
will appeal to him personally. We open by say- 
ing that we have “a special proposition,” or 
“the best policy on the market” to offer him. 

That doesn’t mean anything. It doesn’t ring 
true. It is buncombe. The result is that we 
get no further, except in cases of men who 
are already interested and in a receptive mood. 
In the numerous instances where no more than 
a live thought—an impressive idea—is neces- 
sary to awaken interest, we fail. 

This flabbiness of speech is due to mental 
indolence. Our minds do not become alert and 
aggressively active until a canvass is well 
developed, and an application appears to be 
in sight. Previous to that stage we talk in 
generalities and beat about the bush with no 
particular object in view. 

Business talk—any talk, for that matter— 
should always have a definite purpose. Every 
statement in a canvass should be consistent 
with an intelligent design. 

In the approach our object is to gain atten- 
tion and create interest. We must prepare our- 
selves with apt, forceful openings. If possible, 
some knowledge of the prospect’s affairs should 
enable us to give a speciflc personal applica- 
tion to our introductory statements. 

We shall go into this matter more exten- 
sively when we consider the approach in de- 
tail. 

Having secured attention, our next purpose 
should be to find out whether we have a 
genuine prospect. When the opening has been 
unusually easy, it is safe to say that, in the 
majority of cases, you have a man who is 
ready to be written if the right kind of propo- 
sition is presented, or one who has little use 
for time and is willing to join you in killing 
an hour or two. A great deal of our time is 
wasted on men who couldn’t do business with 
us, no matter how much they might desire to 
do so. 

Having satisfied ourselves that we are talk- 
ing to a prospect, our effort should be directed 
to determining whether our proposition is at- 
tractive to him. Many a good case is lost 
through failure at this point. We are in con- 
tact with a man who actually wants insurance, 
but we suggest a policy that is not at all in 
line with his desire. He may not know just 
what he needs and, if he does, will, perhaps, 
not enlighten us. We continue to talk upon 
our first suggestion until he dismisses us with 
a declination. 

There is really no excuse for this kind of 
failure. A few pointed questions will gen- 
erally extract from a prospect an expression 
of his requirements. When presenting a prop- 
osition we should be able to tell in a few 
minutes whether we are exciting interest. If 


not, the sooner we take another tack the bet- 


ter. 
An agent occupied fifteen minutes in a fluent 
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description of the monthly 
When he paused for breath the supposed pros- 
pect said: “That is an admirable form of 
insurance for some men, but I would have no 
use for it. I was divorced recently and I have 
no children nor dependent relatives.” 

Years ago, when Senator first went 
East, I called upon him without any definite 
idea as to what I would propose. To my sur- 
prise, I got in on a business card. Mr. 
invited me to be seated and prepared to listen 
to me with evident attention that excited my 
expectations. 

Of course, I knew him to be a millionaire 
with a large income from his mining proper- 
ties. I took it for granted that straight life 
insurance was the only thing that would ap- 
peal to him. After talking along that line fot 
ten minutes I noticed that I was not making an 
impression. I stopped and said: “I am evi- 
dently not interesting you, Mr. ————.” “I 
must confess that you are not,” he replied. 

But I knew from the fact of his having ad- 
mitted me that he was open to an insurance 
proposition of some sort. I had been on the 
wrong track. I luffed and put about. 

“Mr. »’ I said, “there are only two 
general purposes for which a man takes in- 
surance—protection and investment. The chief 
appeal of investment is on the score of profit 
or safety. The former would be a secondary 
consideration with you, but you probably ap- 
preciate the pre-eminence of life insurance in 
the latter respect.” 

In an instant I saw that I had hit the mark, 
and in less than half an hour I had his check 
for $7300, the premium on $100,000 fifteen- 
year endowment. 

Let me give you a suggestion at this point. 
There are a number of men in every large 
city who enjoy incomes largely in excess of 
their needs—incomes derived from mines, oil 
wells, railroads, patents, and similar constantly 
producing properties. Such men are not look- 
ing for additional profits so much’as for safety 
in the investment of their surplus money. They 
may be appealed to by endowment insurance. 

In order to succeed our canvass must have 
a foundation consisting of certain conditions. 
Our talk should be directed to finding out if 
these conditions exist. Where any of them are 
absent our talk must be directed to creating 
them. 


[The above was extracted from the book, 
“Practical Pointers,” by Forbes Lindsay, 
published by The Spectator Company. It is an 
excellent manual for life insurance agents. ] 


Pacific Mutual Raises Interest Rates on 
Deposit Funds 

Commencying July 1, 1926, the rate of in- 
terest allowed on moneys left on deposit with 
the Pacific Mutual Life Insurance Company 
of Los Angeles, and which participate in ex- 
cess interest earnings, will be raised from 4.75 
per cent to 4.9 per cent. 

The accumulations of the past resulting from 
the old rates will not be changed, the new rate 
simply applying from the date that it is put 
into effect. 


income policy. 


Sovietism and American Insurance 
(Concluded from page 7) 


ize its operations and harmonize its transac- 
tions, young enthusiasts complicated the ma 
chinery of government by acts for which the 
Soviet Government is hardly responsible. They 
took the position of receiving tellers in banks 
without having the authority so to do. It is 
possible that they did issue receipts and accept 
premiums in some instances from policyhold- 
ers of the New York Life and the Equitable 
Life. These independent, individual and un- 
sanctioned actions on the part of enthusiasts 
in a country just overthrown by a revolution 
which were never authorized by the Soviet 
Government as such cannot bd held to be any- 
thing but acts of individuals without authority.” 


PREMIUMS ACCEPTED BY SOVIET 

That the Soviet Government did accept pre- 
miums from Russian policyholders and hence 
admitted their liability thereunder, may be seen 
from the following receipt which the American 
companies contend was issued: 

Petrograd, 
16th January, 1919. 

The Power of Attorney for the liquidation of 
the Petrograd agency of the * * * Life, 
certifies by the present to have received Rbs. 
35.51 (thirty-five Rubles fifty-one kop) in pay- 
ment of premium due 19th January, 1919, to 
19th April, 1919, on policy No.1 * * * of 
Mr. * * * 

The present receipt to be exchanged for an 
official receipt after its reception by the Power 
of Attorney for the liquidation of the direc- 
tion of the * * * Life Insurance Com- 


pany. 
Power of Attorney by the Central Di- 
rection of Insurance at the Superior 
. Soviet of Economy National for the 
Liquidation of the Agency of the 
* * * Life Insurance Company per 
(s) V. Lifantieva. 

To hold that the above receipt was issued 
without the authority of the Soviet Govern- 
ment, is an argument, which carries very little 
weight. According to the law of agency, the 
Soviet Government is responsible for the acts 
of its agents, especially where, in this instance, 
they were acting within the apparent scope of 
their authority. The Soviet, therefore, cannot 
now seek to repudiate the acts of their agents 
in issuing a receipt to policyholders of Rus- 
sian contracts. 


S1TuaTION Is CoMPLICATED 

If the United States ever recognizes Russia, 
the American companies can defend the suits, 
instigated by the Russian Credit Bureau, on 
the ground that the decrees of confiscation and 
cancellation bind the policyholders of Russian 
contracts, and hence the American companies 
would not be liable. But, if the United States 
continues to refuse to recognize the Soviet 
Government, then it is claimed by those in 
sympathy with the Soviet cause, that the 
American courts cannot recognize the acts of 
the Soviet Government and must treat the sit- 
uation as if the decrees of confiscation and 
cancellation did not exist, in which case the 
American companies would still be liable. 
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From this, follows the contention that the jn. 
stigation of the present litigation was fostered’ 
by the Soviet Government in an attempt to 
compel recognition by the United States. Qn) 
the other hand, the American companies con.) 
tend that the New York courts, before whom! 
this litigation has been brought, will hold that, 
since the Soviet Government is a de facto: 
government, its decrees are valid and subsist.” 
ing as far as Russian citizens are concerned 
and that Russian policyholders cannot now” 
maintain that those same decrees are not valid, | 
meaning that the Russian policyholders must” 
concur in the rulings of the Soviet Govern.” 
ment. 7 
While many people are inclined to agree” 
with Mr. Recht in his assertion that the Soviet 7 
Government itself did not conceive the idea © 
of enforcing the claims against the American | 
companies, it, nevertheless, seems that once the © 
idea had been injected into the organizers of | 
the movement, the Soviet Government approved 7 
of the plan and sanctioned its execution. Per- 7 
sons back of the Credit Bureau are evidently | 
the originators of this litigation. The Credit ” 
Bureau is a part of the Soviet Government, | 
and, as such, has given its valuable aid in the © 
collection of the claims under the numerous 
policies scattered throughout Russia. 7 


CLaims PAYABLE IN Otp RussIANn RvBLEs : 

Even if we were to grant, for the sake of 7 
argument, that the American companies are ” 
still liable under their original Russian con- 
tracts of life insurance, we fail to see howa | 
suit demanding remuneration in Americal dol- 7 
lars can succeed. The policies themselves call 7 
for payment in Russian rubles and that means 3 
in the same kind of rubles that were used in © 
paying premiums on the same policies. At the | 
rate of exchange, one new ruble (ruble tcher- 
nowetz) is worth five billion old rubles. It 4 
follows, then, that no matter how the courts © 
decide on the merits of the case, the recovery 
allowed would probably not be worth more © 
than the price of a few good cigars. In other © 
words the claims, no matter how meritorious, 7 
are practically valueless. That if the claims © 
are payable at all, they are payable in old | 
rubles, which are worthless, and not in new § 
rubles, is the decision of the French Tribunal 7 
of Commerce, handed down on June 17, 1925, 7 
in the case of Heirs of Kunemann vs. Equi- 
table Life. In that case the French court did 9 
not decide the merits of the claims, but merely | 
held that the policies are payable in old rubles § 
and not in new rubles. 

It is a safe thing to predict that the bogus © 
claims set up by the Soviet Government against 7 
the New York Life and the Equitable Life are 7 
entirely without foundation in justice and the © 
effort on the part of the Credit Bureau to col- 
lect these claims will fail. It may be that the | 
Soviet Government thinks that upon the | 
ground of some legal technicality, it can util- 7 
ize this litigation in endeavoring to enforce q 
recogition by the United States Government, § 
but it may find that American courts uphold] 
justice first and that American statesmen cafe } 
not be coerced in this manner. 
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